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BIG REGISTRATION AT 
NATIONAL LIFE RALLY 


Convention Opens at Kansas City 
With 1,193 in At- 
tendance 





TO PHILADELPHIA IN 1926 





“Life Insurance to Help Education” Is 
Opening Theme at Huge 
Gathering 





NEW OFFICERS ELECTED 
President, Frank L. Jones, Equitable of 
New York, Indianapolis, 


Vice-President, Paul F. Clark, John 
Hancock, Boston. 
First Vice-President, Don L. Sterling, 


American Life Reinsurance, Dallas, Tex. 
Second Vice-President, Chas, L. Seott, 
Massachusetts Mutual, Kansas City, Mo. 


Secretary, Jay E. Williams, Phoenix 
Mutual, Seattle, Wash. 
Treasurer, Chas. F. Foehl, Manager 


Ordinary Department Prudential, New 
York City. 

Whoever is elected president of the 
Canadian Association will automatically 
become third wice-president of the Na- 
tional Association in this country. 


KANSAS CITY, MO., Oct. 1.—With 
a registration of 1,139 at the opening 
of the first session, the 36th annual con- 
vention of the National Association of 
Life Underwriters got under way here 
yesterday morning. As the meeting 
started the convention leaders were 
somewhat disappointed at the attend- 
ance but it is hoped that during the re- 
maining days larger delegations from 
some of the eastern and middle western 
cities will put in an appearance. The 
Sessions will continue through Friday, 
but on most of the days, business meet- 
ings will be held only during the fore- 
noon. Philadelphia gets the 1926 con- 
vention. 

Educational Insurance for First Session 


The Program that is to be carried 
through is a heavy one and it is neces- 
sary at all of the sessions to carry the 
meeting forward without delaying. At 
‘ne opening meeting “Life Insurance to 

elp Education” was the general theme. 
ine , SPeakers discussed the value of 
ife insurance to education both from 
an individual and institutional stand- 
point. Frank L. Jones, manager of the 
Equitable of New York at Indianapolis, 
Presided as general chairman at this 
session. John William Clegg of Phila- 
delphia, President of the association, 
officially opened the meeting. The other 
speakers who discussed various phases 
cee general topic were James E. 
line _Vice-president Metropolitan 
Ma: Stratford L. Morton, St. 
“o.; Jay E. Williams, Seattle, Washing- 
ton; Josephine 
tte yd of gy _ H. 

, Mana ini 
Gp hes Len ger of sales training 
orge Graham, vice-president and 
St 12 of the Central States Life of 
* Louis, brought greetings as presi- 





LEGAL MEN’S PROGRAM 
WILL HOLD ANNUAL MEETING 


Chairman E. J. McGivney Announces 
the Subjects Assigned and Speakers 
for the Forthcoming Gathering 


President E. J. McGivney of the 
Legal Section of the American Life 
Convention has announced the program 
for the annual meeting to be held in 
Louisville Oct. 12-13 as follows: 


Monday, Oct, 12 


“Review of Current Life Insurance De- 
cisions,” Wm. Ross King, editor, Ameri- 


ean Life Convention Legal Bulletin, 
Omaha, Nebr. 
“Recent Decisions on Accidental 


Means,” James V. Oxtoby, general coun- 
sel, Michigan Mutual Life. 
Discussion: James C. Jones, general 





counsel, American National of St. Louis; 
W. Calvin Wells, general Counsel, Lamar 
Life, Jackson, Miss. 

“Limitations Upon Administrative Dis- 
cretion,” C. Petrus Peterson, general | 
counsel, Bankers Life, Lincoln Neb. | 

Discussion: Cc. B. Welliver, general 
counsel, American Central Life; Dan W. 
Sims, general counsel, LaFayette Life. } 


Evening 


Round Table Discussion: American 
bill of rights embodied in the first ten | 
amendments to the constitution of the | 
United States. These amendments will 
be taken up separately and it is expected 
that the presentation will cover not only | 
the context and the principles involved, 
but that it will sketch in the historic 
background and the events leading up to 
their adoption. | 

| 


Tuesday, Oct. 12 


“Finding of Facts—Appellate Review— | 
Jury Trial,” Walter M. Allen, general | 
counsel, Franklin Life, Springfield, Ill. | 

Discussion: A. D. Christian, counsel, | 
Atlantic Life, Richmond, Va.; H. w.| 
Batson, counsel, Commonwealth Life of 
Louisville, Ky. 

“May the Kansas Notice Law of 1925 | 
be Constitutionally Applied to Pre-exist- | 
ing Contracts?” Leroy A. Lincoln, gen- | 
eral attorney, Metropolitan Life. 

Discussion: Frank W. McAllister, gen- 
eral counsel, Kansas City Life; Robert 
Stone, general counsel, Kansas Life. 








dent of the American Life Convention, | 
and Oliver Thurman, superintendent o 
agencies of the. Mutual Benefit Life, | 
spoke on behalf of the Association of 
Life Agency Officers of which he is the 
chairman. The initial meeting did not 
have the snap and go about it that 
ordinarily characteristizes the some | 


of the National association. For some 
reason the general topic discussed did 
not seem to “Ring the Bell” with those | 
in the audience. 


As to the 1926 meeting place, De- | 
troit ran a rather lame second to 
Philadelphia. The Dallas contingent is 


out in earnest to capture the 1927 con- | 
vention and is much in evidence here | 
with a delegation of 125. | 

How Trust Companies Can Help 


On Wednesday the general topic was 
“How Trust Companies Can Help Life 
Underwriters” with Alexander C. Robin- 


son in charge as general chairman. At 
the Wednesday evening session, the 
agency building meeting, Griffin M. 


Lovelace of New York University pre- 
(CONTINUED ON PAGE 27) 








| August number of the “American Mer- 
| cury” rather ridiculed the so-called high 


| ent 


| of life insurance would be greatly re- 


| designate these men as supersalesmen, 


| Axman of the 
| chairman; C. M. Cartwright, THe Na- 


¢| row’s contribution in the August num- 


The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, OCTOBER 2, 1925 






$3.00 Per Year, 15 Cents a Copy 


DARROW IS TO SPEAK | INTEREST TAKEN IN 


| 


DEBATE WILL BE SCHEDULED 


Famous Chicago Attorney Will Be 
Pitted Against Dr. John A. Steven- 
son of the Equitable 


At the annual banquet of the Asso- 
ciation of Life Agency Officers at the 
Edgewater Beach Hotel, Chicago, Nov. 
18, there will be an interesting debate 
scheduled between Clarence Darrow of 
that city, the chief counsel in the recent 


fundamentalist trial at Dayton, Tenn., 
where he was pitted against William 
Jennings Bryan, and who was also the 
senior counsel in the famous Leopold 
and Loeb murder trial, and Dr. John A. 
Stevenson, vice-president of the Equit- 
able Life of New York, on intensive 
salesmanship. Mr. Darrow in _ the 


powered salesmanship as used in some 
activities. He selected excerpts from 
the literature of sales schools and differ- 
organizations including life insur- 
ance to cast reflection on the more ad- 
vanced sales methods. 


Defense by Dr. Stevenson 


Dr. Stevenson will defend the inten- 
sive sales methods of life insurance 
showing that back of the salesmen must 
be enthusiasm and strong convictions. 
If dynamics were not employed the sale 


duced. Sinclair Lewis and writers of 
the so-called high-brow school would 


Babbitts and go-getters. 

_ The arrangements for the dinner are 
in charge of a committee of insurance 
newspaper men, consisting of Clarence 
“Eastern Underwriter,” 


TIONAL UNDERWRITER; T. R. Weddell, 
“Insurance Field;’ W. W. Mack, 
“Weekly Underwriter,” and T. J. Cullen 
of the “Spectator.” 


Darrow’s Magazine Article 


Life insurance men read with much 
interest and some amusement Mr. Dar- 


ber of the “American Mercury” in which 
he poked much fun at intensive sales- 
manship. It was at the Scopes trial at 
Dayton, Tenn., that he met H. L. Menc- 
ken, editor of the “American Mercury,” 
an iconoclastic writer who has printed 
various articles in that journal which 
have ridiculed in a way highly engi- 
neered selling methods. 


Will Have Strong Defense 


Dr. Stevenson is one of the most bril- 
liant men in the business and will be 
able to defend the life insurance sales- 
manship cause in an able way. He was 
formerly of the faculty at the Univer- 
sity of illinois and later was head of the 
School of Life Insurance Salesmanship 
at Carnegie Institute. The head of the 
agency departments of life companies 
declare that in enthusing their men to 
carry the banner of life insurance into 
the highways and byways they are con- 
ferring a boon on humanity and take 
the position that they have contributed 
greatly to the creation of estates. 





CHANGE IN TABLE 


American Men’s Might Be to the 
Detriment of the Small 
Companies 


TO INVESTIGATE SUBJECT 


Special Committee Will Look Into the 
Matter for the Insurance Commis- 
sioners Convention 


Much interest is being taken by life 
insurance officials in the work that will 
be done by a special committee of the 
Insurance Commissioners Convention 
which will make a comprehensive sur- 
vey of the American men’s mortality 
table with the object in view of having 
it substituted for the American experi- 
ence table now used in this country 
if it seems best. This matter came be- 
fore the Insurance Commissioners Con- 
vention in the address of W. M. Cor- 
coran, actuary of the Connecticut de- 
partment in which he claimed that the 
American table is obsolete and out of 
line with current experience. 

Actuary Corcoran took the stand that 
the American men’s ultimate table is 
a safe standard and is the most accurate 
measure of present day mortality. He 
stated that life companies should be 
permitted to use it for reserves as well 
as premiums if they so desire. 

A special committee consisting of the 
actuaries of the Illinois, New York and 
Connecticut departments, Actuary James 
D. Craig of the Metropolitan Life, rep- 
resenting the Actuarial Society of Amer- 
ica; George Graham, vice-president of 
the Central States Life representing the 
American Institute of Actuaries, will 


| look into the subject and report at the 


forthcoming semi-annual meeting of the 
insurance commissioners in Chicago. 
Actuaries are now figuring on what 
effect the adoption of the American 
men’s table would be. Many claim that 
the younger and smaller non-partici- 
pating companies would be placed at 
a disadvantage. The net rate would be 
lower and hence the amount released on 
mortality savings would be much lower. 
This would force in most cases a higher 
loading for expenses which probably 
would not mean any lower gross rate. 


Might Favor Large Companies 


Those who have gone into the sub- 
ject to some extent declare that the 
adoption of this table would be to the 
advantage of the large companies in 
competition. The makeup of the com- 
mittee of course gives the east three 
votes. Before any action is taken, natu- 
rally the smaller companies will be 
given a hearing. The western commis- 
sioners will not desire to take any ac- 
tion that will bring harm to the institu- 
tions within their borders which are now 
prospering. The fact that this question 
was raised by the actuary of a leading 
eastern department has caused some 
comment in the west. 
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PLAN SALES CAMPAIGN 


ee 


HINGES ON NEW ADVERTISING 


rs 


Aetna Forms Sales Promotion Depart- 
ment to Broadcast Unique Public- 
ity to Potential Policyholders 


One of the important developments of 
the general agents conference of the 
Aetna held recently at Poland Springs, 
Me., was the, announcement of the de- 
partment of sales promotion and adver- 
tising headed by H. E. Houghton. 

Mr. Houghton, who is not new to the 
insurance held, told the general man- 
agers present that he had made a thor- 
ough study of the various policies which 
could be furnished by the Aetna and 
had then made an extensive survey of 
the field with an idea of getting as much 
information as possible on the potential 
market offered for the Aetna policies. 


WILL Use Department Store Tactics 


This survey will be reflected in the 
Aetna advertising during the coming 
year, as an effort will be made to point 
out to the public that the Aetna is a 
“department store” for insurance be- 
cause of its multiple lines. Each month 
a different policy will be featured in the 
Aetna advertising and the hope of the 
sales promotion department is to in- 
crease production by 25 percent of this 
year’s volume. 

It is also hoped to include in the ad- 
vertising a further stimulation in the 
way of featuring different average 
classes to which the Aetna policies are 
sold. The first step in the development 
of this part of the policy was the cre- 
ation of a mythical character—a young 
man who has already assumed some re- 
sponsibility. The mythical character is 
married, has a boy and a girl, owns his 
own home through the cooperation of a 
building and loan association, owes some 
money in addition to his loan obligations 
and has a low or medium priced auto- 
mobile. 

Will Follow a Mythical Career 


A series of advertisements will be 
built on this mythical character’s life 
and will show how he plans to provide 
an income for his wife and family and 
incidentally for himself in later years 
through long term endowment. The 
advertisements will carry on to show 
how he arranges with the Aetna for the 
education of his children and how he 
guards against the cost of accidents and 
how he arranges for the Aetna to pro- 
vide at least the necessities of life for 
his family in the event of his death. 

Considerable attention will also be de- 
voted to the task of keeping life insur- 
ance sold. Every effort will be made to 
prevent the lapsation of policies where 
possible. 

Results Can Soon Be Seen 


The practicability of this plan will 
soon be known, as the October adver- 
tising program will feature the policies 
which the Aetna can offer the young 
unmarried man. During November the 
plan of salary saving and group insur- 
ance will be explained for the benefit of 
the employes. Mr. Houghton’s depart- 
ment has taken a large number of 
clearly defined groups and these groups 
will be separately approached on the 
subject of Aetna policies during the en- 
suing year. 

By featuring definite plans and by 
organizing sales drives and contests, the 
sales promotion department believes 
that the actual promotion work of the 
producer can be made more profitable 
through his ability to tie his work up 
with the national advertising. Full at- 
tention and close direct-by-mail coopera- 
tion will tend to form a close union 
between the producers, the general 
agencies and the home office. 

he new department also plans a di- 
rect-mail campaign which will include 
names sent from the field by the agents 
themselves. Local advertising and the 
direct-by-mail work will be closely re- 
lated to the national advertising. 





WOMEN ASK INSURANCE 


USUALLY ARE BENEFICIARIES 





They Do Not Buy Much Protection but 
Are Instigators of Most 
That Is Sold 


The woman in the home is still con- 
sidered the power behind the throne by 
at least one class of men—those in the 
insurance world. Housewives are the 
greatest buyers of insurance in the 
world, they say. While they do not 
take so much insurance on their own 
lives, they are the instigators of mil- 
lions and billions of dollars of it that is 
sold every year. 

Women also constitute the largest 
class of beneficiaries. A recent analysis 
of claims paid by the Prudential, which 
in 1924 amounted to $48,680,000, showed 
that fifty-two percent of the benefici- 
aries were wives and their children and 
that mothers constituted an additional 
twenty percent. 


Wemen Suffer Most 


“It is only natural that women should | 


be the ones to urge adequate protection 
of the family,” said W. A. Dennis, su- 
pervisor of claims at the Prudential 
home office. “They are the ones who 
suffer most when misfortune befalls the 
breadwinner. It is their place to con- 
serve life and maintain the well being 
of their households and any inability to 
do so, occasioned by the loss of the 
provider or the curtailment of funds, is 
the cause of their greatest sorrow. 

“The majority of the younger women 
have had some business or professional 
training,” continued Mr. Dennis. “They 
apply their experience to the manage- 
ment of their homes and do things in a 
business-like way. Even the older 
women are running their homes on a 
more strictly business basis according 
to expenditures. 


Insurance Removes Worries 


“There is a budget in every well bal- 
anced home amd every budget has its 
provision for savings and insurance. 
Women are frequently ‘accused of wor- 
rying too much. They worry because 
they look ahead. In looking ahead they 
visualize the predicament in which the 
family will find itself should its income 
be depleted while virtually the same ex- 
penditures continue. 

“When they can protect themselves in 
event of this depletion, as they can by 
insurance, the cause of their worry is 
removed. It is this fact that makes 
women the greatest buyers of insurance 
in the world. 

“To protect themselves against eco- 
nomic disaster is an expression of the 
instinct of self preservation. The woman 
who is the most free from worry is 
likely to be the one who has the greatest 
security against financial reverses and 
the material suffering they entail for her 
family.” 


Big Production Recorded 


During the first week of the ten 
weeks’ campaign which the agents of the 
Travelers are conducting in honor of 
the 10th anniversary of L. F. Butler as 
president, the production of new acci- 
dent business was doubled over the cor- 
responding week of last year, automo- 
bile business ran 75% ahead of the 
corresponding week, and burglarv, plate 
glass and boiler business ran 35%. In- 
creases were also made in the com- 
pensation, public liability and life lines. 

While the agents are out to produce 
business, the salaried staff of managers, 
assistant managers, and field assistants 
of the life, accident and group depart- 
ments, of the compensation and liability 
depaftment, and of the Travelers Fire, 
are competing among themselves to 
honor Mr. Butler by unusual extension 
of the agency organization. More new 


agents were appointed for the various 
departments in the first week of the 
campaign than in any other week for 
some time. 


“SALES SUGGESTIONS” 





DISCUSSES BUSINESS PLANS 





Friend L. Wells, Superintendent of 
Agencies, Addresses Aetna General 
Agents on Interesting Topic 





“Sales Suggestions” was the topic 
taken by Friend L. Wells, superintend- 
ent of agencies for the Aetna, at a re- 
cent session of the Aetna general agents 
conference at Poland Springs, Me. Mr. 
Wells took the opportunity of directing 
his associates’ attention to sales plans 
and sales aids that would enable them 
to increase their production. 

His first suggestion was that not only 
the general agents but also their statf 
producers subscribe for the “Diamond 
Life Bulletin” service and that they 
make every possible use of this service 
which has proved its value time and 
again to agents and agency supervisors 
throughout the country. 





Praises Program Selling Methods 


One of the most interesting points 


which he brought out was the part 
| played by program insurance in the 
| building up of life estates. “Leading 
producers everywhere,” he declared, 


“are finding this the means to a perma- 
nent clientele which yields an ever-in- 
creasing volume of business. 

“One very valuable aid,” he contin- 
ued, “is the formation of weekly pro- 
duction clubs in each agency. All life 
insurance men are agreed on the value 
of the stimulation such contests give at 
frequent intervals. Usually such a club 
is organized with officers and member- 
ship tree from supervision and becomes 
entirely a self-starting organization of 
weekly producers.” 

Some general agencies have profited 
by initiating a rather complete system 
ot self-government by the producers 
| themselves. Meetings are held and the 
agents are told of the problems of the 
office and are asked to assist in solving 
them. This method is particularly help- 
ful in the securing and selection of new 
agents. 





Regrets Heavy Lapse Ratio 


“First year lapsations,” Mr. Wells de- 
clared, “cost Aetna agents $13,000 in 
commission for the month of July 
alone.” He then went on to show the 
percentage of lapsations for the differ- 
ent policy years as follows: “Twenty- 
eight percent of the lapses occur before 
the payment of the first full annual pre- 
mium is completed; 29 percent before 
the second premium is paid; 16 percent 
before the third premium is paid, and 
27 percent with or after the payment of 
the third premium. 

“The agent who serves a large num- 
ber of clients satisfactorily,” he pointed 
out, “will never have to worry about 


| volume in the long run. A daily report 


of each day’s work to the general ‘agent 
, Will enable the producer to analyze his 
work. Checks should be kept on all 
lapsed policy or policy loans, as these 
are both good means of securing leads 
and entree.” 


Discusses Salary Savings Plan 


In touching upon the salary budget 
plan, Mr. Wells said that the approach 
to the employer was chiefly designed to 
convince him of the value of employes 
who were protected and who, therefore, 
possessed that peace of mind that would 
keep them contented in their work. Mr. 
Wells declared that investigations show 
that workers have the money with which 
to purchase insurance, but they do not 
feel free to obligate themselves to a long 
term of payment. But when the salary 
savings plan is adopted, this objection 
is overcome. 

“The plan found to be most success- 
ful,” he continued, “in selling the salary 
savings plan is to call the employes into 
an office where affairs can be discussed 
with them one at a time. A genuine 
study of their needs can be made and 





the presentation should be termed a real 





FOR LOAN PROTECTION 


— 


HOME BUYERS ARE PROSPECT; 
Borrowers From Building and Loan As. 
sociations Need Life Insurance to 
Cover Their Obligation 





Because of the growth in Popularity of 
the building and loan association method 
of practicing thrift, the safeguarding of 
such deposits has presented a problem 
of increasing importance. This has been 
met, in part, by the utilization of life ip. 
surance. 

“Borrowers from building and loan as. 
sociations,” declared Edward S. Andrews, 
of the Prudential home office recently, 
“are using the life insurance policy as; 
conveniént and inexpensive instrument 
with which to take up any outstanding 
obligation in the event of the death oj 
the borrower before the debt has been 
liquidated. They have every reason to 
look upon this as reliable protection 
against foreclosure or loss in case they 
have been unable before death to acquire 
complete control of a property.” 


Points Out Increase of Prospects 


Mr. Andrews called attention to the 
expansion of the building and loan idea 
In 1900 there were 5,356 such organiza- 
tions, with 1,495,136 members and assets 
of $571,366,628. At the end of 1923 there 
were 7,202,880 such depositors in 10,744 
such organizations with combined assets 
of $3,942,939,880. Each of these deposit- 
ors, he contends, is sincere in his effort 
to save. 

“The member who borrows through 
his building and loan association the 
funds with which to buy or build his 
home,” he continues, “looks forward 
eagerly to the time when by systematic 
savings he will actually be a home owner. 

“He believes that he will live and en- 
joy the same if not a larger income than 
he had when he committed himself to 
the loan transaction. Perhaps he thinks 
of early death as a very remote possibil- 
ity, and does not give much thought to 
the likelihood of the sudden discontinu- 
ance of his salary on account of total 
and permanent disability. 


How Plan Can Be Worked 


“When making a_ building loan for 
$5,000, a borrower can, without much 
inconvenience, arrange to pay an annual 
premium on $5,000 of life insurance. He 
may set aside each month through his 
budget plan one-twelfth of this premium 
and consider the saving as part of his 
monthly building and loan requirement. 
In the event of his death there will be 
$5,000 immediately available and as 
much of this as may be necessary © 
be used to pay off the mortgage. 

“Tf the policy contained a disability pre 
vision and the insured, while less than 
sixty years of age, became totally - 
permanently disabled he would not 
required to pay further life insurant 
premium and a disability payment © 
$50.00 monthly would be available os 
as long as he remained disabled. ~4 
payment might conceivably be the “ 
income at hand, for in most cases = 
and permanent disability means comp) 
cessation of regular business income 

—_— 
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Munster With Mountain States 


William A. Munster, assistant <e 
tary and actuary of the Two Repu 
Life of El Paso, Tex., has ag pees 
become sole manager for the Mo 
States Life of Denver. 
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ISPECTs 
| Quarter Million Club Members in 
Loan As. . , 
mtion at Atlantic 
ance to Conventio 
on City 
pularity of INTEREST IN DISCUSSIONS 
on method 
varding of om 
a problem on 
s has been Inspirational Talks by Officers . and 
of life in. Field Men Add Zest to the Edu- 
dint cational Features 
_ Andrews, 
» recently , 
oly a The $250,000 club of the Provident 
nstrument Mutual Life held its convention at At- 
itstanding HH lantic City, N. J., last week. In his 
‘ae address of welcome Asa A. Wing, presi- 
reason to dent of the company, stressed the im- 
Protection portance of the development of a real 
case they desire to be of service, which while it 
to acquire HH helps the community, incidentally helps 
the agent. 
speets Isaac P. Miller of the Philadelphia 
yn to the agency, president of the club, spoke on 
loan idea, personality as the agent’s most valuable 
organiza- asset. He introduced several members 
ind assets of the club who discussed the topic 
1923 there “Increasing my volume of insurance in 
in 10,744 foree—production and conservation.” 
ed assets 
" deposit- How They Have Done It 
his effort F. M. Harper of North Carolina said: 
“It means a lot to me in my daily can- 
through vass to know that other men are facing 
ation the the same problems. My earliest motive 
build his was the desire to succeed and back of 
forward that was fear of failure. I devised seven 
ystematic points to guide me in my work: 1. Per- 
1€ Owner. sonal integrity. 2. Knowledge of the 
> and en- business. 3. Hard work and keeping 
ome than everlastingly at it. 4. Knowledge of hu- 
imself to man nature. 5. Enthusiasm. 6. Ability 
he thinks to make friends. 7. Service.” 
possibil- af: D. Fagans of New York said: 
ought to If we could go to our policyholders 
scontinu- and see whether their present insurance 
of total does what they want it to do, we would 
uncover needs that would surprise us. 
- t we render good service we will do 
the business.’ 
loan for 
st much Capitalizes Birthdays 
n annual WV. L. Mason of Philadelphia said: 
nce. He My hardest task is to keep myself at 
pugh his work. TI rented a booth at a county 
premium lair. Each day I distributed a supply 
t of his of candy and toys. In order to be eligi- 
jirement. ble for either, each person was required 
will be . give his occupation and his date of 
and 4s urth; 2,133 people registered. I send 
sary cal them birthday cards and when they take 
ge. anmace most of them will take it 
ility pro- ‘trough me. I sent a birthday card to 
ess than a child whose mother had registered for 


ally and her and within a week her uncle came 


not i unsolicited and took a policy. You 
isurance have to build up this business from the 
ment 0! cradle.” 
e to him H. H. Moulton of Chicago said: “In 
j, This Chicago we have had definite results 
he only 'rom national advertising. We have re- 
es total one Several applications from unso- 
omplete Icited Strangers. Direct by mail is the 
yme. isgest single help to the new man. 
tiie Fg should be followed up imme- 
lately. It gives you a big prospect list 
Hy the and best of all it drives you from your 
ape own desk to the other fellow’s desk.” 
a whe Te Sell More, See More 
he plat a H. Gundersdorff of Baltimore said: 
another € secret of success is in exposing 
me yourself to the public. When I started 
ce with a the business, I got together a thou- 
for fur sand names of friends and friends of 


” triends and their friends. 
of every month 
of three hundred 


At the end 
I make up a program 
or more and make my- 







tes 7 see them during the month.” 

secre: P ndrew J. Davis, vice-president of the 
publics _rovident Mutual. addressed the club 
med t0 7 the problem of increasing sales and 
puntail Tessed the value of trust company 
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INSURING THE KEY MAN 





ADVANTAGES POINTED OUT 





Ordinary or Endowment Policy on Life 
of Business Head May Help 
Ward Off Disaster 





Insurance on the head of a firm, or 
the key man in it, in favor of the firm, 
is becoming an increasingly popular 
item in business, according to E . 
Andrews of the Prudential. 

“Suppose that a firm is operating on 
borrowed capital, as is the case with 
many,” Mr. Andrews pointed out. “The 
banks are far more willing to lend funds 
to such a business, particularly if it is 
a business more or less centered around 
one man, if the business has the life of 
that man insured in its favor. 

“The advantages of this system are 
many, and are fairly apparent,” Mr. 
Andrews continued. “If the firm was 
so situated that the death of this key 
man would diminish its credit at the 
bank, the surviving members of the 
firm would be put to the necessity of 
taking in new members, which might 
be difficult or inconvenient, perhaps im- 
possible. Curtailment of the line of 
credit at the bank presumably would 
seriously affect the business. 


Insurance Makes Vast Difference 


“Many firms make a practice, in such 
situations as I have outlined, of invest- 
ing in various forms of insurance on 
the life of the key man. In case of his 
death, instead of the difficulties which 
would otherwise arise—repayment of 
outstanding loans or fresh borrowing— 
the firm receivés a sum in cash from 
the insurance company, and such unen- 
cumbered funds call neither for interest 
charges nor repayment, thus preventing 
any shock to the firm, and the monetary 
value of the key man is in a measure 
restored. In fact, the situation of the 
firm might even be improved, as the 
realization of the money would enable 
this firm to discharge its obligations to 
the bank, and operate on its own capi- 
tal without the necessity of borrowing 
on securities or otherwise. 








“Apropos of this thought,” Mr. An- | 
drews went on, “is the view recently | 


expressed by one of the largest credit 
rating agencies, in writing to an impor- 
tant bank in the middle west, when it 
said: ‘The success of a large number of 
business ventures, even among the 


| east 


| 


large corporations, is often dependent | 


largely upon the ability and efforts of 
one individual who is the guiding hand 
of the enterprise. Such a concern is 
viewed with far greater confidence if in- 
surance is carried on the life of that 
executive in an amount large enough in 
case of his death to carry the concern 
through the necessary period of adjust- 
ment until a reorganization can be com- 
pleted and his place is filled by another 
executive of equally high caliber.’ 


An Endowment Also Advantageous 


_“The advantages of endowment poli- 
cies for retiring bonds are becoming 
more apparent to business men. Thus, 
if bonds are issued for retirement at the 
end of twenty years, an endowment pol- 
icy, let us say, on the life of the presi- 
dent of the company is taken out to 
mature at the same time. The yearly 
premium paid to the insurance company 
is in the nature of a sinking fund, hav- 
ing the tremendous advantage, however, 
over the ordinary sinking fund in that, 
instead of the disorganization and diffi- 
culty which ordinarily would accompany 
the death of the chief executive, the en- 
tire sinking fund is thereby promptly 
provided. : 

“More and more the men in small 
businesses of their own are coming to 
realize the importance of insuring their 
lives for the benefit of their estates. I 
refer to those men who are conducting 
what is essentially a one-man business, 
m contrast with more elaborately organ- 
ized undertakings in the business world. 
In the event of the death of a man in 


| at Atlanta, Ga., says that it is quite out 


|}ables the quick discharge of current 





LAND BOOM TROUBLES 


FLORIDA MANAGERS’ PROBLEM 
Up Against It to Hold Men in Face of 
Alluring Real Estate Possibil- 
ities, Is Said 








It is quite out of the question to hold 
agents in Florida in competition with 
the real estate firms, according to A. G. 
Derr, general agent for the Aetna Life 
at Jacksonville, Fla. Mr. Derr says that 
the competition for capable salesmen is 
too much for the insurance managers. 

For instance he says that an adver- 
tisement recently appeared in the Jack- 
sonville papers which read, “Salesmen! 
Three of our sales representatives made 
$45,000 each last week in commissions 
by selling real estate for us. We havea 
few openings for capable men.” Mr. 
Derr says that the amount earned is too 
well established generally to admit any 
question. 

Many general agents have entirely 
given up trying to secure new men and 
have adopted a plan of giving part time 
contracts to all real estate men, hoping 
that they will turn in business sold 
while they are for the moment not in- 
volved in a real estate transaction. 


Must Talk Land 





“When a life insurance agent ap- 
proaches a prospect in Florida,” says 
Mr. Derr, “his conversation is solely 
upon the topic of land. After having 
chatted on happenings in the real estate 
market and the profits accruing there- | 
from to different individuals for a suffi- 
cient length of time to have broken the 
ice, and have placed the prospect in a | 
position where other topics may be in- 
troduced, life insurance may be brought 
up. Any other course means to fail. 
In spite of the overwhelming interest in 
real estate, however, large amounts of 
life insurance are being placed.” 

“Every business in Florida,” says Mr. 
Derr, “is feeling the invasion of the real 
estate boom. This is especially true in 
life insurance where the competition is | 
most noticeable. Many men are going | 
to Florida this winter who would do 
well to make all plans for their housing 
before they get there as few of them 
realize that there will be a marked 
shortage of accommodations in certain 
coast sections. The exodus to 
Florida cannot be stopped but every 
effort should be made to keep men in 
their chosen business—life insurance. 
This seems to be the problem in spite 
of the fact that the life business is good 
in Florida.” 

“We are urging our men to stick to 
life insurance, pointing out to them that 
if they will redouble their efforts at this 
time that they will make more commis- | 
sions, and the commissions can in turn | 
be invested in Florida land which will 
give them an extra profit without effort 
and in addition they will still have a 
permanent business in years to come.” 

Sam Carson, Aetna Life general agent 








of the question to attempt to hold 
agents. He savs that nothing can be 
done to hold life salesmen who get the 
Florida fever. Once an agent begins 
to think seriously of going south, the 
only recourse is to look up a new agent 
to renlace him. Many of those who go 
to Florida lose and have to return but 
their experience has so upset them that 
they are of little value until they regain 
their mental balance and become ad- 
justed to normal conditions again. 











such a position, adequate insurance en- 


obligations and the settlement of the 
business for the benefit of his family 
and the satisfaction of his creditors. 
The man whose business should be ex- 
panded will usually gain the support and 
encouragement of his bank when it is 
known that life insurance is carried for 
the express purpose of protecting 
credit.” 





OFFICIALS AGREE WITH 
BEHA ON UNIFORMITY 


New York Superintendent Sees 
Advantages in Similar In- 
Laws 


surance 


IS UP TO COMMISSIONERS 





Companies Realized Need After An- 
alysis by National Board 
Last Year 





NEW YORK, Sept. 23,—Insurance 
company executives find themselves in 
full accord with the views expressed by 
Superintendent J. A. Beha of this state, 
before the recent gathering of the Na- 
tional Convention of Insurance Com- 
missioners, when he advocated the en- 
actment of uniform state insurance laws. 
Mr. Beha contended that “risks extend- 
ing beyond the confines of a state 
should be able to obtain in each state 


| uniform coverage under insurance regu- 


lations,” maintaining further that, “in- 
surance companies operating through 
different states should likewise have the 
benefit of uniform insurance laws. Uni- 
formity of insurance laws will prove of 
the greatest benefit to the people of this 
country.” 


Beha Sends Questionnaire 


Superintendent Beha to determine the 
present influence of commissioners on 
legislation sent out a questionnaire to 
insurance commissioners, and reported 
the results as follows to the convention: 

“From a rough grouping of these 
replies it would appear that in 20 states 
no insurance legislation has passed for 
some time without the affirmative ap- 
proval of the insurance departments. 
That in only six of these 41 states has 
legislation which is actually opposed by 
the insurance department any chance of 


passing. 
“In about 30 of these states laws 
asked for by the commissioners are 


fairly sure to be passed by the legisla- 
tures, while the remaining 11, the in- 
surance commissioners can count on fa- 
vorable legislative action on about 50 
per cent or more of the bills they 
recommend. 

“The states where the legislatures still 
feel that they alone and unadvised 
should determine on new laws and that 
the insurance department should not 
even be consulted are exceedingly few. 


In Some States Is Courtesy 


“In these few instances an erroneous 
understanding of the true function of the 
insurance department seems to prevail, 
and since also in many of the other 
states where the advice of the insurance 
commissioners is habitually asked or is 
welcomed, this seems to be done more 
as an act of courtesy than in conse- 
quence of a well settled policy, it oc- 
curred to me that an exchange of views 
on this subject would be singularly ap- 
propriate at an insurance commissioners’ 
convention. } 

“Insurance regulation should remain 
the function of the individual states. 
This, however, cannot be maintained 
without greater uniformity of insurance 
laws. Risks extending beyond the con- 


| fines of a state should be able to obtain 


in each state uniform coverage under 
uniform insurance regulations. ; 

“Insurance companies operating 
through different states should likewise 
have the benefit of uniform insurance 
laws. Uniformity of insurance laws will 
prove to be of the greatest benefit to the 
people of this country. 


Exchange of Views Necessary 


“This uniformity of laws can be ap- 
proached only through an exchange of 
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views among the commissioners them- 
selves and the discussion and approval 
of such proposed laws at our conven- 
tions. Thereafter such proposed legis- 
lation can readily be enacted into law 
in our several states under the influ- 
ence and direction of the insurance com- 
missioners, 

“At our December, 1924, meeting, a 
uniform bill for the valuation, manage- 
ment and control of the funds of Mutual 
Assessment Life Associations was ap- 
proved and suggested for adoption in 
the various states. This bill has already 
become a law in the states of New 
York and Ohio, and I am informed will 
shortly be adopted in most of the states. 


Must Have Unanimous Action 


“Only by unanimous action of the 
insurance commissioners in the direc- 
tion of insurance legislation can we 
hope to keep insurance regulation as a 
state right. That it always should re- 
main the sacred right of the state need 
not be argued here. 

“One more thought I should like to 
leave with you and that is that the in- 
surance laws should be drafted by ex- 
perts in insurance, just as, for instance, 
our New York Civil Practice Act regu- 
lating the procedure in our Courts was 
written by legal experts and in the light 
of what certain phrases and certain 
connections under certain circumstances 
mean. If, in a similar way, insurance 
laws were drafted by insurance experts 
under the supervision of insurance com- 
missioners, much confusion and needless 
contention would be avoided.” 


Function of Individual States 


The conflict of requirements by the 
different states has long been an endless 
source of worry to managers of com- 
panies operating widely, and has been 
a factor in the cost of conducting busi- 
ness. Just how serious the divergency 
in state regulations was managing 
underwriters only appreciated when a 
thorough analysis of the governing 
statutes of each was compiled under the 
direction of the National Board of Fire 
Underwriters last year. 


Companies Are Willing 


At an earlier date some of the insur- 
ance commissioners had complained of 
the conflicting practices of the fire com- 
panies in writing business in different 
sections of the country, strongly recom- 
mending that uniform methods and 
regulations be adopted, both in the inter- 
est of the assured and of the insurance 
companies. The managers expressed 
their entire willingness to carry out the 
suggestion, but pointed out to the com- 
missioners their helplessness in the mat- 
ter because of the conflicting nature of 
the statutes of many of the common- 
wealths. Policy forms insisted upon in 
one state for example, were barred in 
another, the same thing holding true of 
forms -and riders. 


Much More Economical 


Obviously it would be far easier, as 
well as more economical, if uniform 
contracts were permitted the country 
over, and nothing would please com- 
pany men more than to see conditions 
inaugurated where such were possible. 

Having pointed out the obstacles with 
which they were confronted the fire 
underwriters passed to the state officials 
the task of securing changes in the 
statutes of their respective jurisdictions 
that would allow uniformity in under- 
writing methods, promising to lend their 
every support toward the attainment of 
that end. Whether it will be possible 
to induce 48 sovereign states to amend 
their present laws as to avoid conflict 
remains to be seen. Superintendent 
Beha stated the case clearly when he 
said; “This uniformity of law can be 
approached only through an exchange 
of views among the commissioners and 
the discussion and approval of such laws 
at our conventions. Thereafter such 
proposed legislation can readily be en- 
acted into law in our several states 
under the influence and direction of the 
insurance commissioners.” 





INTER-SOUTHERN CASE 
IS TO BE CONSIDERED 





Saufley Announces Conference of 
Commissioners from the Com. 
pany’s Territory 





EXAMINE AUDIT REPopRTs 





Contradictory Statements Made Relative 
to Directors’ Vote on Reply to 
Ernst & Ernst 





LOUISVILLE, KY., Sept. 30.—Com. 
missioner S. M. Saufley, of Kentucky, 
has announced a conference to be held 
in Louisville, Oct. 5, of insurance com. 
missioners of the various states jp 
which the Inter-Southern Life operated, 
in order to place contents of the Ernst 
& Ernst audit, and reply of the com- 
pany, before the commissioners, so that 
the situation may be definitely under- 
stood in such territory as is covered by 
the company. These states are Ken- 
tucky, Indiana, Ohio, Illinois, West 
Virginia, Texas, Florida, Tennessee and 
Arkansas. 


Saufley States Purpose 


It is reported that the invitations sent 
the commissioners to attend this con- 
ference were mailed from Frankfort, 
Sept. 23. Mr. Saufley, who was in 
Louisville Friday, made the following 
statement: “I called the conference be- 
cause I want to submit all the papers 
bearing on the Inter-Southern audit to 
the commissioners and because I under- 
stand some of them want to see the pa- 
pers. I understand the matter was dis- 
cussed informally by some of the com- 
missioners of the states in which the 
company operates, while attending the 
recent convention in San Antonio, Tex. 
The Ernst & Ernst report, the directors’ 
answer to that report, and another audit 
made by Peat, Marwick, Mitchell & Co, 
Chicago expert accountants, at the di- 
rection of the company, will be submit- 
ted to the commissioners’ conference. 
None of the papers will be made public 
until after this conference. No one has 
seen the Ernst & Ernst report or the 
directors’ answer except officials of the 
Inter-Southern and the insurance de- 
partment.” 


Says No Dissenting Votes 


Elwood Hamilton of Beckham, Ham- 
ilton & Beckham, who with Ernest 
Woodward is general counsel for the 
insurance company, said the company di- 
rectors approved the reply to the Ernst 
& Ernst. audit. He held that the min- 
utes do not show by what vote the reso- 
lution approving the answer was adopt- 
ed. He said: “I was present and after 
I had submitted the answer, Judge J. A. 
Donaldson, director, moved the adop- 
tion. Three directors, M. M. Parrish, 
Ellsworth Regenstein and Stanley Reed, 
former secretary, said they did not care 
to vote on the motion. The motion was 
put and there were no dissenting votes. 
The motion was recorded as having 
been adopted.” 

Counsel for the Inter-Southern made 
the following statment: 


Quotes from Statement 


“On Aug. 25 S. M. Saufley, commis- 
sioner for Kentucky, transmitted the re- 
port of Ernst & Ernst to the Inter- 
Southern Life accompanied by a letter 
from which we quote: : 

“*This document, in two volumes, has 
not as yet been adopted or approved as 
the final report of this department, a 
not an official or public record, an 
will not so become until finally ap 
proved by the commissioner. It shou | 
not, in my opinion, be given publicity 
through the newspapers or otherwise as 
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LIFE INSURANCE EDITION 






































A Campaign In Behalf Of - 
Women and Children 


Sizth Extract 
The value of Income Insurance is illustrated by the following extracts 
from the book on that subject published by The Equitable Life Assurance 
Society of the United States. 


THE INTELLIGENCE OF WOMEN 


Arguments that are plausible but unsound, and all exaggerated statements, do an immense 


amount of harm. 
A great deal of nonsense has been written about woman’s relation to life insurance, and it 13 


only fair to her that the truth should be told. 
POPULAR FALLACIES 


One popular fallacy is that all the women who receive insurance money waste it or lose it, 
and that it is usually squandered in about seven years. If this were true it would be a serious 
indictment against life insurance. But it is not true. Here and there a woman may spend her 
money recklessly, but usually the insurance money received by a woman lasts for only a few 
years simply because her husband was inadequately insured and has left her so little that instead 
of investing it she has been forced to use it for current expenses. And no matter how careful and 
prudent a woman may be a few thousand dollars thus employed cannot possibly last forever 
Here it is obvious that the man, and not the woman, has been to blame. 


But there are many cases where adequate insurance is left, and here another fallacy has bee 
widely circulated.. This is the assertion that women are less intelligent than men, and for that 
reason invest their money foolishly, and often lose it. 


It is true that most women lack business efficiency, but this is not because they have less 
intelligence or aptitude than men. It is simply because their training has been along other lines, 
and because they have had little opportunity of gaining business experience. If women should 
be given the business training that men receive they would be as competent as men to take care 
of their money. 


The truth that there is very little difference between men and women when similarly situated 
is verified by such facts as the following: 


THE WEAKNESS OF MEN 


Artists, doctors, preachers, writers, musicians and other men who lack business training 
invest their money as foolishly, and are victimized by get-rich-quick swindlers as readily, as 
women. 

Men are as prone as women to gamble, to speculate, and to make reckless use of their money, 
unless business experience has taught them caution. 


Sharpers are able to swindle professional men and other men who lack business experience 
as easily as they are able to swindle women. And the reason they are more diligent in following 
up women is simply because the beneficiaries under life insurance policies are usually women. 
They are pursued because they have money toinvest. ‘‘For wheresoever the carcass is there will 
the eagles be gathered together.” 


Women are constantly exposed to dangers, which make Income Insurance 
expedient. But they differ from those described above as will be shown in 
future extracts. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 SEVENTH AVENUE, NEW YORE 
































THE NATIONAL UNDERWRITER 








October 2, 1925 








Co-operation 


The Pan-American Life has always had men 
with practical life insurance sales experience 
in charge of all agency matters thereby giv- 
ing to our agents cooperation based upon 
actual field work. This has resulted in a 
bond of friendship and mutual understanding 
that has proven of great value to all of our 
representatives. 


In addition the Company has at all times 
kept abreast of the times not only in the 
matter of adopting up-to-the-minute under- 
writing practices but in presenting to its 
field organization every possible helpful sug- 
gestion applying to their work. 


Pan-American service includes— 


Educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Substandard Insurance for Under-average 


Group Insurance 
Child’s Educational Endowment 
All Forms of Accident and Health Insurance 


We have a few general agency openings for men 
who are not at present attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


PAN-AMERICAN LIF 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 


_. This is the eighth of a series on our service to agents. If you 
did not see the others and are interested, write to us and we will be 
glad to send you copies. 














a public record or opinion of this de- 
partment, or otherwise, until it has such 
final approval and adoption. 

“*Neither should any other report or 
audit made independently of this depart- 
ment, be given any publicity before the 
department’s final findings as to the 
conditions of your company and its 
management are announced’.” 


Answer Was Filed 


“On receipt of this report the Inter- 
Southern Life prepared and filed with 
the commissioner its answer to the 
Ernst & Ernst report, which was pre- 
pared by counsel for the company. 

“On Sept. 23 the Inter-Southern Life 
filed with the insurance commissioner 
the report of Peat, Marwick, Mitchell & 
Co., of Chicago, covering identically the 
same period in the company’s operation 
as covered by Ernst & Ernst. 

“In accordance with the request of 
the commissioner the company has not 
given out any information about any of 
these documents. However, the Inter- 
Southern Life has nothing to conceal. 

“Its general counsel, officers and di- 
rectors are perfectly willing for the re- 
ports of Ernst & Ernst, the company’s 
answer, with all supporting exhibits, and 
the report of Peat, Marwick, Mitchell & 
Co. to be published in full, if the depart- 
ment so desires.” 


Statement Is Contradicted 


In contradiction to the statement of 
Mr. Hamilton, to the effect that three 
directors did not vote on the resolution, 
it has become known that Stanley, Reed, 
Ellsworth Regenstein and M. M. Par- 
rish did vote against adoption of the 
resolutions in reply to the audit. Mr. 
Hamilton for some time has been Duf- 
fin’s personal attorney, and was recently 
made general counsel for the Inter- 
Southern. 

Considerable publicity on the matter 
is again being found in the local daily 
press. The “Louisville Post,” of Sept. 
25, carried headlines reading: “Affairs 
of Duffin and I.-S. Mixed.” This was 
followed by a statement to the effect 
that company affairs and those of Presi* 
dent James R. Duffin in some cases ap- 
pear to be so interwoven or mixed, that 
it is hard to determine where the two 
interests begin or leave off. 


Duffin Wants Action 


Judge James R. Duffin, president of 
the Inter-Southern Life, has stated from 
time to time that he is anxious to have 
the Ernst & Ernst report brought to a 
head and a hearing held on it. So far 
as can be learned there are three points 
of dispute, they being the valuation of 
the home office property in Louisville, 
the Kansas City property and the Chi- 
cago property. The Inter-Southern Life 
has secured independent appraisals of 
all these properties and will insist that 
they be ratified. The appraisals have 
been made in the past by recognized 
appraisers and the results have been 
approved by the state insurance depart- 
ments. The Inter-Southern Life people 
take the position that they have had the 
Ernst & Ernst report in incubation 
waved over their heads for a month and 
state that it is high time that something 
tangible were given out. 


Company Has Net Surplus 


While the report of Peat, Marwick, 
Mitchell & Co., of Chicago, has not 
been made public, it is stated in well 
informed circles that it gives the Inter- 
Southern Life $155,000 clear net surplus 
with $200,000 of additional assets that 
can be worked out successfully in a 
short time and added to surplus. The 
Inter-Southern Life was given 11 days 
to answer the Ernst & Ernst report. Al. 
the documents have been filed with the 
Kentucky department. It is stated here 
that the Inter-Southern Life will insist 
that the Kentucky department state 
definitely what its assets and liabilities 
are. The directors take the position 
that something definite should be de- 
cided on by the Kentucky department 
without further delay. 

President Duffin declares that in spite 
of all the publicity the new business so 
far in 1925 exceeds that of the similar 
period last year. 





MOST STOCK IS TAKEN 


MID-WEST LIFE SOON READY 
New Chicago Company Expects ty 
Begin Selling Insurance Not Later 
Than Next April 





The Mid-West Life of Chicago ha 
nearly completed its organization, |j . 
like the majority of life insurance een! 
panies, in the process of Organization 
this company is raising the guarantee 
capital and surplus by subscription only 

The corporators agreed upon the plan 
of deferring all payments until $175,000 
of the $200,000 capital and surplus had 
been subscribed. Due to this method 
of organization, large and small invest- 
ors alike have taken advantage of the 
opportunity of affiliating themselves with 
the Mid-West Life. j 

Progress Is Persistent 


oF. R. Warner, fiscal agent and presi- 
dent of the board of corporators Te- 
cently made the following statement: 
“The progress of our organization has 
been slow but sure, persistent and suc- 
cessful, proved by the increasing number 
of subscriptions each month. The syc- 
cess is undoubtedly due to the fact that 
stock has been carefully placed through- 
out the various counties of the state 
that the number of shares of stock to an 
individual has been limited, and that each 
stockholder has been a representative 
member of his community. At this time 
the books show 160 stockholders with a 
total of approximately $130,000  sub- 
scribed. No longer than three months 
will elapse before the remaining $45,000 
will be placed and the 30-day period of 
cash payment begins. 

“The Mid-West Life plans to sell in- 
surance not later than April of next 
year. Judging from all reports, a large 
volume of life insurance should be writ- 
ten immediately after the company has 
been chartered by the state.” 


FLORIDA BUSINESS STRONG 





Vice-President Lawrence of the Mis- 
souri State Life Comments on 
the Situation There 





Vice-President Thomas F. Lawrence 
of the Missouri State Life in comment- 
ing on the progress life insurance is 
making in Florida declares there has 
been a steady increase in his company’s 
volume from that state. Last year Gen- 
eral Agents Lorick & Vaiden of Au- 
gusta, Ga., who operate in Georgia and 
Florida, led all the agencies in paid-for 
business. They now look like repeaters 
for this year. Commenting further, Mr. 
Lawrence said: 

“Our agents are writing principally 
in selected territories, embracing points 
of greatest business activity, and their 
work does not reflect a comprehensive 
development throughout all Florida. 
The future of the state as a fertile field 
for life insurance is decidedly specula- 
tive. If sufficient capital can be at- 
tracted there to provide a backbone of 
industrial enterprise as an allied sup- 
port of the wonderful playgrounds, the 
state will likely become a_ business 
leader. To what extent such conditions 
will materialize, we hesitate to proph- 
esy.” 


New York University Course 


NEW YORK, Sept. 30.—The fall 
term of the Life Insurance Training 
Course of the New York University 
will start Oct. 5, for the night ses- 
sions and the following day for the 
day sessions. There are four subjects 
of instruction: Life Insurance Needs 
and Uses, Practical Selling Methods, 
Life Insurance Principles and _ Poli- 
cies and The Psychology of Selling 
Life Insurance. Griffin M. Love 
lace is general director of the course. 
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URGES USE OF FIRST 
GREAT SALES MANUAL 





Ranson Stephens of Farmers & 
Bankers Life of Wichita Tells 
of Master Salesman 





sHows ACCOMPLISHMENTS 





Speaker Pleads With California Under- 
writers to Get Back to the Funda- 
mental Basis of Insurance 





“The greatest book on salesmanship 
ever written is the Bible; the greatest 
sales manager of whom the world has 
any record is the Carpenter of Galilee,” 
declared Ranson Stephens, educational 
director of the Farmers & Bankers Life 
of Wichita at a recent meeting of the 
Life Underwriters Association of Los 
Angeles. It was the Carpenter of Gali- 
lee, Mr. Stephens pointed out, who or- 
ganized a great sales force of just 12 
men and sold the Christian religion to 
this world. It was a sale that stayed on 
the books as no other sale ever has, as 
evidenced by the fact that there are 
more Bibles sold every year than all 
other books combined. 

Basing his talk on a plea that the life 
insurance business go back to the orig- 
inal Book on salesmanship and keep the 
fundamentals laid down by that Master 
Salesman, Mr. Stephens pointed out, 
that in Proverbs is found this sentence, 
“Where there is no vision the people 
perish, but he that keepeth the law, 
happy is he.” In the vernacular of in- 
surance, he declared, this would be 
“adhere strictly to the ethics of the 
National Association and you will be 
happy and prosperous.” 


Urges Understanding of Basic Ideals 


“First get into your soul the basis 
of the whole institution of life insur- 
ance,” the speaker pleaded, “and see 
what it will do for man and his prob- 
lems. Is there any profession today 
that is more vitally interested in select- 
ing men, in investing in men and in 
building men than is the life insurance 
business? Do we consider this subject 
seriously when we allow 15,000 men to 
go into our profession every year and 
fail because we do not give them the 
training and leadership that we should? 

“Doctors, lawyers and men of the 
other leading professions spend from 
four to six years qualifying themselves 
lor important tasks and then are able, 
at least many of them, to barely eke 
out an existence for the first few years, 
but we life underwriters persist in ob- 
taming money under false pretenses by 
sending men into the field who could be 
prosecuted for malpractice. This be- 
cause we are too lazy mentally to shoul- 
der the responsibility of patiently 
mstructing them in the great funda- 
mentals and ethics of our profession. 


“Dollar Obscures Our Vision” 


“In other words, we have the dollar 
too close to our eye and are too anxious 
to commence collecting a little measly 
over-writing. First put into the new 
mans soul the vision of the whole in- 
stitution of life insurance, what it will 
do for man and his problems. 

Did you ever see a man go out with 
all kinds of books of comparisons and 
Preach this kind of a doctrine: ‘My com- 
Pany is the biggest company in the 
world. My company is the oldest com- 
pany in the world. My company pays 
the biggest dividends of any company 
in the world. My company has the 
largest surplus per $1,000 of insurance 
in force of any company.’ 

Now wouldn’t that be a sad com- 
mentary on the whole institution of life 


three hundred legal reserve companies 
in this country and the miserable show- 
ing we are making, this alone leads me 
to believe there should be twice that 
number, properly financed and officered 
by men of the right vision and leader- 
ship. 
How He Met a Situation 


“How did the Master Salesman and 
his men deal with a similar situation? 
Two of the greatest sales on record 
were made by a salesman who trained 
under that original sales force of twelve. 
I refer to St. Paul at Corinth, when 
he converted a whole city, and all in 
the world he had to talk about was 
Jesus Christ, and He crucified. 

“Why not some time, just to see if 
it will work, leave all rate books, com- 
parisons and application blanks in the 
office. Go out just for one day and say 
to the biggest men of your acquaint- 
ance, ‘Isn’t it just wonderful the things 
that legal reserve life insurance will do 
for every activity of man?’ See what 
the reaction will be. Some will begin 
to ask you, ‘Why?’ They all have their 
problems and you have their individual 
solution in the goods you sell. 


Compliment the Prospect 


“Another sale St. Paul made was at 
Athens, a city seething with idolatry. 
He didn’t go in like a bull in a china 
shop and say, ‘Men of Athens, you have 
a bum lot of insurance. You have some 
very high priced participating kind and 
some non-par where the stockholders 
steal all the profits.’ No, indeed! He 
looked over the field, found altars 
erected to all the known gods, and, fear- 
ing that they might overlook some one, 
they had erected one to the Unknown 
God. 

“Then he was ready to make his 
approach. He stepped up on a soap 
box on the street corner; they gathered 
around him, ready to stone him should 
he try to sell them any more religion; 
then he began: ‘Men of Athens, I want 
to congratulate you on having so many 
kinds ef religion, for, as I came through 
the streets of your beautiful city I no- 
ticed you have erected altars to all of 
the known gods and also one to the 
Unknown God. Now, isn’t it a peculiar 
coincidence that the God to whom you 
have erected this altar is the one I rep- 
resent?? He was in under their guard 
and couldn’t’ be stopped. They wanted 
to know all about that God he repre- 
sented. 


Decries Unethical Conduct 


“Are we as underwriters conducting 
ourselves in a way that the world at 
large ‘may see our good works,’ that 
the new salésman and less informed 
brother will want to become active 
members of our association? Sometimes 
I fear we are not; otherwise, it would 
not be necessary to urge those with in- 
surance agency contracts to take mem- 
berships. Agency qualification laws may 
not be necessary for the underwriter 
who is constantly trying to improve his 
knowledge, but they are vitally neces- 
sary for the wellbeing of the whole in- 
stitution of life insurance. 

“The reason for this is that no busi- 
ness in the world is changing so rapidly 
as ours—because the world’s problems 
are larger and more complex today than 
ever before in the history of man. So, 
the institution that guarantees every act 
of man instantly is bound to have 
greater demands made upon it as these 
problems become more complex. 

“Be thankful that you are pioneering 
in a profession sponsored by such men 
as Edward A. Woods, Franklin W. 
Ganse, John L. Shuff, Graham Wells, 
your fellow townsman, John Newton 
Russell, and scores of others. They are 
men of vision and see the great need of 
education—that the principles estab- 
lished by the Master Salesman may be 
brought into this great institution and 
made the solid rock of our existence.” 


Report Business Gain Over 1924 


New paid-for business for the first 
eight months of 1925 of the Bankers 
Life of Iowa was more than $99,000,000, 
or a gain of more than $18,000,000 over 








THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


Strong and Progressive 





Paid to Policyholders— 
Over—$19,000,000.00 


Insurance in Force— 


Over—$ 1 38,000,000.00 





A. C. Tucker, President 
D.C. Costello, Secretary Wn. Koch, Vice Pres. 














IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen, Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 

Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 








FOR NEBRASKA 


An “old-time” state agency contract with non-forfeiting renewal com- 
missions and some “h t-to-good ” cooperation now epen to a 
man who can demonstrate ability to do a real job of agency building 
in that splendid state. 

Address—Ralph H. Rice, President 


NATIONAL FIDELITY LIFE 


Insurance Company 
Home Office Kansas City, Missouri Ralph H. Rice, President 
Come to the National Life Underwriters Convention in Kansas City 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


J.C. MAGINNIS, President J.N. WARFIELD, Jr., Poarstarg-Teeneuses 
J. BARRY MA’ L, Vice-President Dr. JH. IGLEHART, Medical 
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“POOR RICHARD” said— 

“All that glitters is not gold.” 
| Promises and Percentages may 
be made to “glitter’>—BUT 


The real gold that an Agency contract C 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 





OPENINGS AT 
Boise, Idaho 
Pocatello, Idaho 
Rockford, IIL 
Springfield, Ill. 


Fort Wages, ind. AGED— 
South Bend, Ind. ; 

1 1. For Agencies less than five years old 
Terre Haute, Ind. old $3,500. 


Burlington, Iowa 


Mason City, Iowa 2. For Agencies up to seven years old 
Pueblo, Colo. $6, 

Denver, Colo. 3. For Agencies over ten years old 
Louisville, Ky. $25,000. 


Grand Rapids, Mich. 
Great Falls, Mont. 
Helena, Mont. 
Missoula, Mont. 
Columbus, Ohio 
Dayton, Ohio 
Springfield, Ohio 
Nashville, Tenn. 
Amarillo, Texas 
El Paso, Texas 
Cheyenne, Wyo. 
Norfolk, Va. 
Richmond, Va. 
Roanoke, Va. 


REMEMBER THAT’S JUST 
RENEWALS! 


These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


Oo. J. LACY 
2nd Vice-President 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL—‘“‘Where the Great Northwest Begins’’ 
The Minnesota Mutual now a $107,000,000 company 









































GENERAL AGENTS 


capable of organizing and 
developing territory in 





Georgia Alabama 
Kentucky Texas 
Michigan West Virginia 


North Carolina 


are wanted by 


Atlantic Life Insurance Company 


of Richmond, Virginia 


If you are ambitious to build your own 
business with a Company which will assist 
you in realizing your ambition, apply at 
once to 

WILLIAM H. HARRISON 

Vice-President and Superintendent of Agencies 


Honestly It’s the Best Policy 














SECURITY MUTUAL HAS 
AGENTS’ CONVENTION 


Dr. C. J. Rockwell Gives Inspira- 
tional Talk on Insurance 
Opportunities 


UNDERWRITING A MISSION 


Commissioner Dumont Heartily Recom- 
mends Reading of the Journals 
for News and Helps 


LINCOLN, NEB., Sept. 30.—The 
cost of life insurance to the buyer is 
the least important thing about it, Dr. 
C. J. Rockwell of Pittsburgh University 
told the agents of the Security Mutual 
Life gathered at the annual agency con- 
vention Sept. 25-26. Agents might as 
well throw away their rate books and 
talk value to the buyer. 

The value of life insurance to those 
who buy is what it gives them in the 
way of protecting the things they want 
and need to protect, and if the agent 
stresses what the prospect is buying and 
not what he is selling, from the stand- 


point of value and cost, he will get bet- 
ter results. ° 


Just Guarantees Protection 


“IT once asked Harrv Rosen, Ameri- 
ca’s biggest producer,” said Mr. Rock- 
well, “what his secret was. He replied 
there was none. He worked with the 
same tools and upon the same people 
as other agents, but he first created in 
the mind of the prospect the vision of 
what he wanted protected, and then he 
simply guaranteed that he would get 
it. His ability to think ahead and his 
determination not to let anybody write 
any more than he does are what make 
him the leader. 

“Business insurance is a rapidly de- 
veloping feature. Business men are 
schooled to appraise costs and when 
they know that it costs them $200 even 
to change stenographers, it is not diffi- 
cult to interest them in buying protec- 
tion from the losses that will mount 
into the thousands when an executive 
or a manufacturing department head 
dies. The big thing to put across is 
that life insurance can be made to fit 
every human need. Find out your man’s 
needs, approach his business from the 
human side, and then proceed to fit his 
needs.” 


Says Salesmen Are Made 


“Ambition and optimism are two big 
factors in success,” he said, after ex- 
pressing his belief that salesmen are 
made, not born. “Successful men have 
certain things in common, and while 
qualities may be magnified in one man, 
there are other qualities that every man 
can develop. Elevate your ideals. Your 
success is hampered only by the boun- 
daries you yourself set. Set a goal even 
if you know you cannot reach it. Do 
not be the man who says he will do 
the best he can. It is as easy to build 
in your mind a ten-story building as a 
coal shed. 

“Every agent owes certain obligations 
to himself, society, his clients and his 
company. So far as his attitude to- 
wards society is concerned he is a wel- 
fare officer, as much obligated to ame- 
liorate through life insurance the social 
conditions that exist as a peace officer. 
A health officer is not doing his full 
duty when he attends only to those mat- 
ters that come to his attention. A life 
insurance agent is equally obligated to 
search out the social needs and fill them 
as he can.” 


Calls Business a Mission 
Mr. Rockwell was inclined to believe 





the life insurance business a Profession: 
he prefers to call it a mission, It is 
the only business in the world in which 
a man can set the measure of his own 
compensation or choose the men with 
whom he wants to associate. It is his 
duty to make money as long as he can 
do it honorably. Enthusiasm js froth 
but it also gives momentum. Don't 
think of a man dead as a life lost: the 
loss is that which attaches to the cessa. 
tion of his activities. Sell policies to 
cover that loss. Defining the various 
qualities necessary to success, he ag. 
vised men to stay on the job where 
they are; success is at their feet, ang 
they need but pick it up. 

Gerdon W. Noble, general agent of 
the New England Mutual, of Omaha 
listed, in an address filled with pat illys. 
trations for every point made, these as 
“Things That Have Assisted Me”: Cyl. 
tivate the acquaintance of men, deal 
fairly with your competitor and assist 
him when you can; make contacts with 
big men in the selling business; keep 
your own finances clean, pay all bills 
promptly, and don’t invest your money 
in speculative oil wells and then go out 
and ask men to buy insurance; devote 
a part of your time to serving your com- 
munity in works of civic advancement, 
but don’t let them overload you; look 
after the small policyholder as well as 
you do after the big one, because small 
policyholders often become big ones; 
conduct yourself so as to hold the con- 
fidence of your company and your medi- 
cal department you can get border line 
cases across if the medical director be- 
lieves in you; make no assumptions as 
to whether men are sold up on insur- 
ance—find out for yourself; vision your- 
self as a success, and you will be. 


Competition Is Keen 


Commissioner Dumont, in his ad- 
dress, said that there are 101 life com- 
panies authorized to do business in Ne- 
braska, and one man in every 23 who 
walk the streets of the state is licensed 
to sell some kind of insurance. This 
means that competition is keen. It also 
means that agents must know their poli- 
cies, work hard and be _ honest. The 
day of the high speed slicker is past; 
companies are coming to recognize that 
it is folly to hire men who have made 
a failure at something else. 

Commissioner Dumont stressed pre- 
paredness as the first factor of success. 
Companies are now educating young 
men because the cost is less than to try 
it with old men. Conditions are rap- 
idly changing for the better. Good 
agents no longer spend half their time 
unselling what another has sold; they 
know that buyers are wiser, and that 
they must go out and get business, not 
wait for friends to hand it to them. 


Recommends Insurance Journals 


He advised the agents to read regt- 
larly the insurance periodicals. They 
not only give the news of the profession, 
but they tell you how to increase sales. 
He read an editorial from THe NATIONAL 
Unperwriter of an inspirational character 
as showing what other benefits reading 
these periodicals give. : 

podem were present from four om. 
Two days of intensive discussions .“ 
lowing: the presentation of papers 7 
members of the agency force. At 4 
ater party, several luncheons, @ — 
and sight-seeing tours made up the ¢ 
tertainment features. 


————— 


Heavy Investments in Railroads 


oad 
Unless western railroads are allows 
the 5 percent increase in freight rate 
which they are demanding, their o . 
will be crippled and impaired an ms 
deleterious effect upon_ service —- 
tered, in the opinion of W illiam —_ 
Van Dyke, president of Northwestem 
Mutual Life, testifying before the in A 
state commerce commission hearing © 
the rate increase, held in Chicago x 
15. Mr. Van Dyke stated that - 
insurance companies have $2,000,000, 
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gHIO NATIONAL RALLY 


sECTIONAL MEETINGS HELD 





Company Is Gathering Its Men To- 
gether to Stimulate Interest 
in Rest: of Year 





W. F. Macallister, agency manager of 
the Ohio National Life has planned a 
comprehensive series of about 12 
regional conferences for the agents with 
the purpose of stimulating the sales 
efort and inspiring them to realize on 
their possibilities. 

The first is to be held at Lansing, 
Mich. Oct. 5. N. E. Glassbrook, man- 
ager at Lansing, will preside. The con- 
ference will also celebrate the seventh 
anniversary of his taking charge of that 
district during which time has built it 
from nothing to an agency having busi- 
ness considerably in excess of $10,000,- 
900 of insurance with an annual pro- 
duction of about $5,000,000. 


President Appleby to Speak 


President Troy W. Appleby will ad- 
dress the meeting on “Visions” in which 
he develops the thought that the sales- 
man though working for commissions 
for his daily bread, can, through his 
eforts attain his personal wants whether 
they be the owning of a home or a trip 
to Europe. Furthermore he will always 
have the satisfaction of knowing that 
he has assisted many worthy men to 
realize their ambitions. 


Address by Kilpatrick 


The Ohio National Life agents have 
organized a “Life Program Club,” it 
being the purpose of its members to plan 
their own work to secure their own 
futures, E. E, Kirkpatrick, supervisor, 
wil address the meeting on the 
“Mechanics of Our Plan.” He will also 
address them on the subject “October 
and Its Meaning.” This of course refers 
to “Appleby Month,” during which, in 
recent years, the field men of the com- 
pany have made such remarkable pro- 
duction records. 

Mr, Macallister will discuss “Our Past 
Record” in which he reviews the first 
mne months of 1925 and will conclude 
with “The Outlook for the Future,” 
when the possibilities for business for 
the closing months of the year will be 
the keynote. ’ 


Will Repeat Program 


ante Program will be repeated on 
Oct. 6 at Sandusky, O., and Oct. 7 at 
Springfield, O. The former will mark 
the eighth anniversary of the agency of 
Manager Geo. Hill, who, with a small 
‘erritory and but few agents has built up 
a most substantial business. His agency 
. an outstanding one because of the 
fact that the lapse ratio is practically 


negligible, 

asents from Toledo, Cleveland, 
“xron, Canton and Youngstown will 
gather with those at Sandusky, while 
_ at Springfield will include those 
ry Columbus, Lima, Kenton, Dayton 
Middletown and Cincinnati. 


Start “New Home” Campaign 
Stavith, $5,000,000 as its goal, the Ohio 
_ ife, Columbus, O., this week 
> pee upon the second campaign of 
ol The new canvass has been 
ome the “New Home Campaign,” 
mb to celebrate the company’s re- 
a Within a few weeks into its hand- 
ew home office building. The 
2 " ign will be conducted in ten states 
mo Pproximately 350 agents will take 
mS fr ith the first eight months of 
° Suniing applications of more than 
of oe in excess of the same period 
entene ns and more than $1,000,000 in 
cue” _the entire volume of 1924, the 
the On; justifies the belief, officers of 

10 State Life say, that 1925 will 


excee, , 
$10,000,000 company’s largest year by 





WILL INCREASE LIMITS 


ACTION BY PACIFIC MUTUAL 





General Agents’ Association Held Its 
Annual Convention in Kansas 
City, Mo., This Week 





KANSAS CITY, Mo., Oct. 1—A 
notable delegation from the Pacific 
Mutual Life is attending the National 
Life Underwriters Association conven- 
tion. Among these are the following 
home office officials: Danford M. Baker, 
vice-president; Dr. W. W. Beckett, vice- 
president and medical director; Arthur 
C. Parsons, vice-president; Blake Frank- 
lin, assistant counsel, and Harry Brown, 
assistant secretary. In addition there 
are 25 field men who won a trip to the 
convention in a recent special production 
campaign, as well as the general agents 
who also attended the tenth annual con- 
vention of the company’s General 
Agents’ Association which was held this 
week. Among the subjects discussed 
was the “Acquisition of Agents” and 
“Financing the Acquired Agent.” At 
the banquet of the General Agents Asso- 
ciation, Vice-President Baker announced 
that after Dec. 16 the company would 
issue $250,000 on one life. Mr. Baker 
also called attention to the 11 claim 
zones now in operation as well as the 
non-medical and salary deduction busi- 
ness being written. The General Agents 
convention closed with a luncheon pre- 
sided over by C. C. Day, president of 
the association. Assistant Counsel Blake 
Franklin was the principal speaker, his 
subject being ‘Life Insurance Trusts.” 


HOLD AGENCY MEETING 





Kansas City Life Producers Gather at 
Home Office for Conference 
During National Convention 





KANSAS CITY, Mo., Sept. 30.—Ap- 
proximately 250 agents attended the 
conference of the Kansas City Life Mon- 
day and Tuesday at the home office 
building. The Monday session was de- 
voted to the consideration of agency 
activities. Practically all of the state 
agents present made talks on conditions 
in the field, and while some reported 
that crop conditions had materially in- 
fluenced business, yet all were optimistic, 
and the reports as a whole showed ma- 
terial progress, and good prospects for 
future business. 

The afternoon session opened with the 
consideration of non-medical business. 
President Reynolds, Dr. Baker and R. 
M. Webb took part in the discussion. 
This was followed by a “Question 
Box.” A banquet at the Kansas City 
Athletic Club, was given by the com- 
pany Monday evening. 

Tuesday morning President Reynolds 
presided at the session, and Secretary 
Sears spoke on “Renewals,” relating 
some of the experience of the company, 
followed by questions and discussions. 
D. T. Torrens spoke on “How We Make 
Farm Mortgages,” and Wood Arnold 
discussed “How We Make City Loans.” 


Tuesday afternoon there was an execu- | 


tive session of the state managers. 





loyalty to its policyholders. The years have 
and prosperity. To-day, as in the past, 


INCORPORATED IN 1851 


A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of uns 
ht wonderful 
growth e whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 











OF AMERICA 


Incorporated 1899 


to sixty years next birthday. 


INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of poten- 
tial policyholders back of every door bell. 
issued on both industrial and ordinary plans from birth 


Policies are 


“THERE IS NO PLACE LIKE THE HOME” 
“THERE IS NO COMPANY LIKE THE HOME” 


PHILADELPHIA, PENNA. 




















DES MOINES - = - = 





CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation” 


IOWA 

















Have You found a way to stop this waste? 


twenty-two years of careful research and experience. 


1@ So. La Salle St. 


THE OTIS HANN COMPANY 
Chicago, 


POLICY LOANS CAUSE LAPSES 


Our plan IS saving millions for many Companies and is the result of 


Illinois 














Service to Policy Holders 
Operates under the Famous “ 


Live Up-to-Date Policies 





H. B. HILL, President 





HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 
Service to Agents 


Ordinary Life 


JAS. FAIRLIE Vice-Pree. and Actuary 


MUTUAL LIFE OF ILLINOIS 


Service to the Public 
stration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director 


DR. J. R. NEAL, See. 
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LIFE COMPANIES SEEK 
IMPORTANT DECISIONS 





Pleased With Announcement Tax 
Cases Will Be Pushed to 
Conclusion 





INVOLVE LARGE AMOUNTS 





One Case Goes Back to Tax Paid by 
New York Life on 1913 
Income 





NEW YORK, Sept. 30.—Life insur- 
ance company executives are pleased 
with the announced determination of 
Emory R. Buckner, United States attor- 
ney at this city, to push to a conclusion 
a number of Federal Government tax 
cases on the calendar which are of great 
interest to life underwriters. 

Of particular interest is the action of 
the New York Life against William 








H: Edwards, collector of internal rev- 
enue for the second district of the state 
of New York, which as presented by 
James H. McIntosh, attorney for the 
company, “involves additional income 
taxes for 1913 and arises under the fol- 
lowing clause of the Revenue Act of 
1913—‘and life insurance companies shall 
not include as income in any year such 
portion of any actual premium received 
from any individual policyholder as shall 
have been paid back or credited to such 
individual policyholder or treated as an 
abatement of premium of such individ- 
ual policyholder, within such year.’ 


Claims Incorrect Administration 


“In administering this law,” Mr. Mc- 
Intosh declares, “the treasury depart- 
ment did not include as income for the 
year such actual premiums received from 
the individual annual dividend policy- 
holders as were paid back or credited to 
or treated as an abatement of premium 
of such individual policyholders within 
the tax year; but the treasury depart- 
ment erroneously refused to accord this 
same treatment to such portions of 
actual premiums received from individ- 
ual deferred dividend policyholders as 
were credited to these individual policy- 
holders within the year. 

“By this refusal, the treasury depart- 
ment made the New York Life’s taxable 
income for the year appear to be $8,189,- 





918 greater than the law allowed, be- 
cause the portions of actual premiums 
received from individual deferred divi- 
dend policyholders which were credited 
to them aggregated $8,189,918; and as a 
result of an audit for 1913, the treasury 
department assessed and collected an 
additional income tax of $81,899.18, 
which is the sum in dispute on this writ 
of error. 


Question of Application of Law 


“The case involves no question of 
payment under protest, proper appeal, 
or other legal requirement for main- 
taining this suit. The parties have 
agreed to all the facts and the case 
involves only the application of the 
quoted clause.” 

The above case of the New York Life it 
is contended differs from that decided by 
the United States Supreme Court in the 
action of the Penn Mutual Life vs. Led- 
erer. In the Penn Mutual case, some 
of the deferred dividend policies re- 
quired it to pay a dividend on these 
policies, a dividend made up (1) of the 
total amount of annually ascertained 
and credited portions of actual pre- 
miums received in all the past years of 
the policy, plus (2) the interest accumu- 
lations thereon, plus (3) the policyhold- 
er’s proportionate share of the accumu- 
lated over-payments of the members of 
his class who had died or lapsed their 
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| Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 1% 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Il., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd, running 
through to Quincy and Wells Streets, right in the heart of Chicage’s Financial district. 











policies. The Penn Mutual pai 
dividends and in making its eo 
return deducted them from its a 
— - 
“The question in the case was 
whether or not this clause of ‘the he 
justified the company in not includip 
these dividends in its gross income fo 
the year, and the court held that jt did 
not; and it so held because such diyj. 
dends were dividends and not as her, 
exclusively portions of actual premiums 
received from individual policyholder 
which were paid back, credited or treated 
as an abatement of premium within the 
taxing year and because another clause 
of the law expressly said insurance com- 
panies should not deduct dividends. 
“Suppose the court had held the other 
way in the Penn Mutual case, had held 
that this clause did mean dividends 
Then that decision would have beep 
against us here. Because if this clause 
meant dividends it could not mean the 
sum in dispute here which, as we show 
is quite a different sum from dividends” 


NEW YORK LIFE TO APPEAL 


NEW YORK, Oct. 1.—Appeal 
be taken by the New York Tite = 
the decision against it rendered by the 
United States Court for the southern 
New York district on Saturday in the 
action by the Federal government to 
collect 1 percent tax upon premiums 
received by the company for the double 
indemnity and disability features of its 
life policies issued during the latter half 
of 1918 and the first three months of 
1919, during which time the premiums 
aggregated $953,655. The decision is 
understood to have conceded the gov- 
ernment on half of its contention. As 
the matter is of high importance to life 
companies writing accident and disability 
features, underwriters are anxiously 
awaiting the filing of the decision by 
Judge Grubb, who heard the case. 


TRAVELERS’ MEETING UNIQUE 
Assistant Managers Gathered in Hart- 
ford Free of Hampering 
Influence of Bosses 





HARTFORD, CONN., Sept. 29.—H. 
H. Armstrong, superintendent of agen- 
cies of the Travelers, says that the con- 
ference held recently attended only 
by assistant managers of branch offices, 
was the first of its kind in the history 
of life insurance. The branch offices of 
the Travelers have become so large that 
the managers’ functions are almost en- 
tirely administrative. The training and 
supervision of the producing agents is 
in the hands of the assistants. Hence 
the purpose of the gathering was to get 
closer to the men who are guiding and 
shaping the careers of the actual sales- 
men. 

The program was much in the nature 
of an experience meeting, each man at- 
tending delivering a three-minute speech. 
There were no outside speakers nor aly 
present except Travelers’ men. In the 
absence of the managers, the assistants 
stood out in unexpected places 4s 
thoughtful and aggressive men. 

This will get the result hoped for. It 
was thought that the presence of the 
managers would have “cramped the 
style” of their juniors had they been 
present. 

It is being seriously considered that 
this feature should be made an annual 
one. 


Hold Agency Conference 


The Guaranty Life of Davenport had 
a get together meeting at Kansas City 
this week in connection with the annual 
convention of the National Association 
of Life Underwriters. The conference 
was called to order by the president 0 
the $100,000 club, John H. Fogerty, 
Kansas City, generai agent for half of 
Missouri and Kansas. L. J. Dougherty, 
general manager, and T. W. Blackburn. 
Omaha, secretary and general coun 














of the American Life alse spoke. 
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tlectioneering on both sides outside of 
the convention itself. 


wation attempted to use any sort of 
duress, but that the electioneering was 
done in a friendly way for the more 
favorite sons. 


Ireland of Illinois for playing the master 
hand in leading the Kendrick forces. 
Mr. Ireland of course is placed in the 
Position of being a big factor in the con- 
vention activities although he has made 
a special request that he not be given 
ay chairmanship or even placed on a 
committee. 


West that Virginia, Pennsylvania, New 


particularly have had too much to say 
and their alleged domination became of- 
ensive to the western men. The trouble 


and southern radicals attempted to lead 


‘ampaign and drew to them a very | 
strong element. 
At the forthcoming Chicago conven- 
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SEE NEW CHAIRMEN IN DISCUSSES PRINTING 


COMMISSIONERS’ LIST | 








Stated That Some of the Impor- | 
tant Committees Will Be 
Changed 


George A. Drieu of Connecticut Gen- 


Uses Its Own Plant 





George A. Drieu, assistant secretary 
of the Connecticut General, in speaking | 
before the meeting of the Life Office | 
Management Association in Chicago on | 
“Operation of the Home Office Print- | 
/ing Department” said: “Without any | 
' doubt the chief objection to a private | 
printing plant is the temptation to in- | 
crease the amount of printing 4 


CENTRAL WEST CONTROLS 





State Insurance Officials of the Great 
Open Spaces Charge Domination 
By the East 


With the new line-up in the Insurance which there is only slight, if any, justi- 
ie s : “7 | fication. — 
es ae _ “This is a very real difficulty but it is | 
undoubtedly commasittes chaicmendhine the same disadvantage that comes with 
changes in P| the adoption of any mechanical im- | 


The new president, W. R. C. Kendrick 
of Iowa, has not gone over the list yet 
and no appointments will be made for 
afew weeks. However, the men who 
are backing Mr. Kendrick largely come 
from the great spaces of the west and 
will demand that certain chairmanships 
to their group. 

One of the most important chairman- 
ships is that on examinations now held 
by Joseph Button of Virginia. Un- 
doubtedly there will be a new chairman 
for this committee as well as for the 


provement, the assumption that because 
a certain hindrance has been lessened, 
it has been practically eliminated. Firm 
control will hold in check this inclina- 
tion to rush heedlessly into print. It is 
argued that an outside printing plant 
has greater incentive to produce work 
economically because df competition and 
personal initiative. 
Advantages of Private Press 


a 


“Offsetting factors in favor of the 
- 4 : private plant are that cash, with dis- 
committee on fire insurance, which count, is paid for all supplies; that the 
Colonel Button now holds. The com-| handling charge on paper, 10 percent or 
missioners who are backing Mr. Ken-| so, js eliminated; that all equipment is 
drick feel that the eastern states have | chosen to fit the particular needs of the 
dominated the convention and its ac-| company; that by watching the whole 
tivities too long. The San Antonio} process from the point of view of the | 
movement against them was a warning. | company all possible economies can be | 

Charge Eastern Domination effected. 

“Among the advantages should be in- 

cluded the fact that steady employment | 


The western men declare that they 
have not had a sufficient voice in the 
deliberations of the convention and that 
too much power was centered in the 
ast. The western contingent feel that 
the east hoped to put up Superintendent 
James A. Beha of New York as a presi- 
dent candidate. When they found he 
would meet with too much opposition | 
W. McCulloch of Pennsylvania, the vice- | 
president, of the convention was pro- 

The western men will un- 
doubtedly have far more to say than 
they have in the pasi. 


Considerable Electioneering 


As the smoke has cleared away it 
was found that there was considerable | 


under conditions better than the average 
in commercial printing plants attracts 
and keeps the best grade of workmen | 
who becgme familiar with the work and | 
the requirements with a result that the | 
company’s individuality can be im- | 
pressed on all printed matter with a | 
facility almost impossible through the | 
use of outsiders. A private printing | 
plant is costly and should not be in- | 
stalled without thorough consideration, | 
| but it has certain very definite advan- | 
tages through absolute control of qual- 
ity, procedure and cost. 


Must Decide Case on Facts 


“The experience of my company tends | 
to show that an insurance company is | 
justified in establishing a home office | 
printing department on the volume of | 
its printing bills approximately $50,000 | 
a year, but each case obviously should 
be decided only on its own facts. Once 
installed, a private printing plant must | 
be run on a thoroughly business-like 
basis with a competent printer at the 
head. 

“Do not expect to save money from 
the beginning, for a private printing 
plant has to be gotten under way, as 
has any other enterprise. Once running 
smoothly, however, you will find that 
satisfaction with the work produced will 
start rolling up credit items and that 
it will not be long before you are get- 
ting results that are better, that are 
vour own and with less trouble and for 
less money than through the use of out- 
side printers.” 


It is not thought 
that any company or insurance organ- 


Considerable credit is given to Clifford | 


Western Conservatives in Control 
The complaint has been made in the 


ork, Massachusetts and Connecticut 


NEED FOR PRIVATE PRESSES | & 
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WANTED—AT ONCE 
General Agents 


FOR 
KANSAS — ARKANSAS — ILLINOIS 
MISSOURI — TEXAS 


The National Savings Life is a strong, progressive company 
offering its agents— 
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Direct Home Office Contract 

Liberal Ist Year Commission and Renewal Service 
Sub-Standard Service 

Home Office Cooperation 

Full Line of Liberal Policy Contracts 


Address in Confidence Louis H. Boli Jr. Vice President and 
Agency Director 
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Wichita, Kansas 


NATIONAL SAVINGS 


Lyi “ley 


INSURANGE GOMPANY 
National Savings Bidg. Douglas at Emporia 
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IN MICHIGAN 


First—Banking 
Second—Automobiles 
Third—Insurance 


_ That is the standing of the three foremost commercial enter- 
eres operating for the business and industrial advancement of 

ichigan, The position of the insurance business in Michigan's 
commercial activity may not be generally recognized. 

Michigan has many high class, progressive, substantial and 
sound-principled corporations. 

Included in this number is the Detroit Life Insurance Company, 
whose Home Office (on the corner of Park and Columbia), is the 
headquarters for the most loyal and energetic life insurance agency 
organization to be found anywhere in the State. 

Any general agency desiring good life insurance affiliations 
which will assure prompt service from the Home Office, and reason- 
able contracts, or any high class part time man not now satis- 
factorily associated, is invited to write to President M. E. O’Brien, 
or his assistant, Homer Guck, 2210 Park Avenue, for further infor- 
mation. 


Detroit Life Insurance Company 
Detroit, Michigan 


























nm in a . 
the past that the western no domination by any particular group. 


The time for the Chicago convention 
has not been set but it supposedly will 
be held at the Edgewater Beach hotel. 


opposition against the east. At this 
'S meeting the more conservative 
ls of the west took a hand in the 


Secured Insurance Before Death 


ing James Allen Ramsey, sales manager 
in December it is thought that the | for the Bedford Pulp & Paper Company 
ton introduced which provides | of Richmond, who was found dead in 
No officer of the convention shall a hotel in Cincinnati recently, carried 


Of this amount, 
$15,000, taken out just a month before 
he died, was written in the Pilot Life 
of Greensboro, N. C. Cerebral hemor- 
rhage was given as the cause of death. 


made a chairman of the committee $30,000 life insurance. 
tha Passed. The western men now 
t they have the upper hold will un- 
of tedly endeavor to readjust the rules 
the convention so that there can be 








—s 
BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 














This company has always pursued those policies in the conduct of its business that have 
given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade service to its policyholders. 
always extended reasonable assistance and encouragment to its representatives to develop 
5 and hold their business. divides! fal 
ts cy contracts give to each individual insurer full protection, safeguarding, at the same 
= the interest of all its policyholders. _ 


JOHN BARKER, Vice-President ROBERT H. DAVENPORT, Secretary 
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HOW AETNA LIFE HANDLES 
GENERAL AGENCY EXPENSES 





HE Aetna Life is committed to the 
T general agency system. R. W. Mc- 

Creary, secretary, in his paper read 
at the recent general agents’ gathering 
of the company, has explained the 
processes by which the present system 
was worked out. He said in part: 

The original general agency system 
in use by practically all companies 
involved the ‘assumption of all field 
expenses by the general agent, the com- 
pany on its part extending to him a 
commission contract designed to give 
him a sufficient compensation and inter- 
est to justify him in the necessary 
expenses and investments. 

Under the conditions at the time, that 
system worked satisfactorily for many 
years but through abuse on the part of 
some of the larger companies in the 
way of extravagant management, ad- 
vances and bonuses, the famous investi- 
gation by the state of New York was 
precipitated and the well-known Arm- 
strong law, effective Jan. 1, 1907, was 
the direct consequence. It was the gen- 
eral impression of that law that the 
commission rates were absolutely fixed. 


tion applied only to the renewal com- 
missions and collection fees; and, while 
the first commissions were determined 
on a carefully worked out basis, owing 
to the fact that different companies cal- 
culated their premiums under different 
formulae, the result was that there was 
a decided variation in the commission 
schedules adopted by the different com- 
panies. Then again the nature of the 
business done varied to a large extent 
and some of the companies were subject 
to limitations which did not apply to 
some others. 


Handicapped by Limitations 


While we are, of course, not in a 
position to state the facts, the indica- 
tions were that the law was drawn up 
with the branch office system in mind. 
The Aetna, operating upon the general 
agency system and issuing both par- 
ticipating and non-participating policies, 


offered decided advantages to its agents | 


but was at the same time handicapped 
by the limitations of the law to a greater 
extent than any other one company ‘of 
its size. 

It is an interesting fact that certain 
of the companies which had been most 
responsible for the conditions took ad- 
vantage of the situation by taking up 
their commission contracts and charging 
off the immense advance accounts they 
had built up; and under the conditions 
they were enabled to show an appar- 
ently lower cost of operation thereafter 
than those which had run their business 
upon a more proper basis. The general 
agent was the loser. 

The commission schedule adopted at 
that time, which was carefully worked 
out according to the restrictions of the 
law, brought about a very radical 
change in the agency income. Of course 
this reduction took place more or less 
gradually, as only the new business was 
subject to the restrictions and the 


agencies continued to benefit by the old 
rates on the business already in force. 

It was obvious at the time that as 
more and more of the business became 

















affected by the new commission rates, it 
would be necessary for th ecompany to 
assume more and more of the general 
expenses to offset the reduction in in- 
come and continue to offer an attractive 
proposition to the field men. 


Tried to Improve Position 


Very naturally the effects of these 
changes were not so apparent to the 
field as to the company in the compila- 
tion of expenses at the end of each year 
in dealing with the aggregates through 
the entire field. Attempts were made 
from time to time to improve the posi- 
tion of the general agents and keep 
within the limitations, but they were 


more or less unsatisfactory and resulted | 


in a complicated and troublesome com- 
mission schedule. 

Then came the change in commissions 
adopted Oct. 1, 1922. As the entire first 
commission is paid to the producing 
agent, the general agent receives very 
little direct benefit in the way of over- 
head commission during that first year, 
but it was apparent at that time that 
the increase in commissions would in- 


However, the percentage rate of limita. | ¢Vitably require a reduction in the field 


expenses if the company hoped to main- 
tain its position in aggregate cost of 
business. 

The situation had practically reached 
the point where the company was oper- 
ating under general agency contracts 
but assuming all the expenses of the 
branch office method, and even more. 
Some thought that the only practical 
way was to change to the branch office 
system. But it is recognized that the 
general agency system, through its won- 
derful possibilities, appeals to a higher 
type, and those responsible for the pol- 
icy of the company decided that no 
change would be made in this respect 
until it had been demonstrated that the 
general agency system had, after a fair 
trial, failed to produce the proper 
amount of new business at a cost which 
would be necessary for the company to 
in the forefront and to follow the ag- 
gressive policy which is necessary for 
success under present-day conditions. 

A most careful study was made of 
the situation in the hope that a plan 
could be adopted which would accom- 
plish the purposes and at the same time 
be reasonably acceptable to the field 
men. It seemed to us that it would 
be extremely desirable if a plan could 
be devised which could be applied uni- 
formly to every general agency. That 
course would so obviously appeal to 


the sense of fairness that it would over- 


come many of the difficulties involved 
in such a radical change. 

The plan finally adopted divided ex- 
penses into three distinct allowances: 
Office salaries, covered by an item al- 
lowance for each medical examination 
and another for each renewal receipt. 

Rent and travel, covered by a per- 
centage of new premiums. 

General expenses, covered by a per- 
centage of new premiums. 

Group allowance, a percentage of 
total group premiums, applicable in 
whole or in part to any or all of the 
expenses. 

There is no doubt but that many, if 
not most, general agents have ques- 
tioned why a flat percentage rate was 








M. A. NATION, Pres. 


Universal Life Insurance Company 


not adopted. That is the course pur- 
sued by practically all companies under 
the general agency system and seems 
the obvious and logical one. On the 
other hand, however, it must be remem- 
bered that a large part of the Aetna’s 
business had become low-rate non- 
participating policies and that through 
favorable commission rates and attrac- 
tive policies the company had been for 
some time issuing a large amount of 
term business. While the company’s 
commission schedules and other features 


| were identical throughout the field the 


local conditions and the tendencies of 
the general agents varied and as a con- 
sequence there was a great difference 
between the actual work and expense 
in collecting the premiums, and caring 
for the business at different agencies 
with practically the same premium in- 
come. 


Based on Amount of Work 


To illustrate this, we have in mind 
two agencies with almost identical pre- 
miums, though in one case the number 
of premiums collected during the year 


and in addition they have a consider- 
able amount of old business which natu- 
rally involves a greater amount of 
correspondence and other detail. It fol- 
lowed, therefore, that if we were to en- 
deavor to adopt a uniform plan it 
would have to be based upon the amount 
of clerical work rather than premium 
income, at least so far as the payroll 
of the office force was concerned. It 
was also necessary to adopt some basis 
which would be constant and dependent 
only upon the actual number of collec- 
tions made and which could also be 
reasonably verified by the general agent. 
We recognized then and do now that 
the medical examinations and renewal 
receipts are not an ideal plan; and, 
while the results have been reasonably 
satisfactory, we are changing our rec- 
ords to enable us to determine the num- 
ber of basic applications and thus auto- 
matically include the non-medical, salary 
budget, etc. 

Another question which has undoubt- 
edly occurred to everyone is how we 
arrived at the rates of compensation for 
medical examinations and for renewals. 
Is that a fair measure of the cost which 
the company should assume for the han- 
dling of:the business? The answer to 
that question is that we do not know, 
but it was determined upon in the fol- 
lowing way: 


Payrolls Sufficiently High 


We were reasonably certain that the 
agencies all had a sufficiently high pay- 
roll during 1923 to care for the work 
involved—in fact, it could fairly be pre- 
sumed that it was a little too high. This 
would naturally be the case where the 
company was paying the salaries and 
there was no measure of the require- 
ments in each case. Then by taking the 
total field salaries for 1923 and applying 
against that amount the total work 
throughout the field as measured in ex- 
aminations and renewals collected, we 
found that the rates adopted would pro- 
duce in the aggregate but a little less 
than the total salaries in question. 
While average premiums vary materially 
throughout the field the amount of work 
and consequent salaries should follow 
closely the number of items handled, 
and it would be at least reasonably fair 
to apply against the salaries at each in- 
dividual agency an item allowance 





Dubuque, Iowa 


WE WANT GOOD MEN 









which would take care of the meas 
of the entire field. busines 
_ As a matter of fact, it was exceedingly 
interesting to us to find how Closely th 
theoretical payroll thus obtained fol. 
lowed the existing conditions jn ti, 
field; and the agencies which were Over 
or under the theoretical allowance were 
those who, in fact, we already kney 
were out of line for one reason or ap. 
other. It was but natural that some 
agencies had been very efficiently ang 
economically handled and that others 
were over-staffed. ‘ 


Measures Seemed Practical 


On the whole, however, as stated be. 
fore, the measure seemed to be reasop. 
ably practical and satisfactory and the 
results have more than justified jj; 
adoption. The agencies which have ip. 
creased their volume of business haye 
had automatically an increased allow. 
ance to take care of it, and those which 
were inefficiently managed have either 
curtailed their expense to bring it 
within the allowance or are today fac- 
ing some radical readjustment. Forty. 


is pretty nearly double that of the other, nately, these latter are very few indeed. 


There seemed to be no good reason 
why we should not adopt a flat percent. 
age of premiums to care for the items 
of rent, agency travel and miscellaneous 
general expenses. However, having in 
mind the creation of a measure which 
would be valuable not only to the com- 
pany in bringing about the desired re- 
sults but also to the general agents in 
furnishing them with a guide for their 
own expenses, it seemed best to divide 
those costs in turn into two groups, 
“Rent & Travel” and “General.” 

At first thought there seems little or 
no reason for placing one limit upon 
rent and travel; but on the other hand, 
however, it is most logical. For in- 
stance, metropolitan territory where the 
agents are largely, if not altogether 
housed in the general agency office, in- 
volves a high rental but practically no 
traveling, as contrasted with the scat- 
tered country territory involving a low 
rental as a general rule but more or less 
inevitable traveling to enable the general 
agent to keep in touch with his field. 


Question of Leases Vital 


The question of office leases, too, was 
a very vital one in considering the allow- 
ances as a whole. The company had been 
a party to practically all, if not all, the 
leases and in some cases an excess ex- 
pense had been undertaken for which 
we could not reasonably lay the whole 
responsibility upon the general agent. 
By segregating that item from the 
others and the company assuming the 
entire rental for the current year and 
providing a fair method for the general 
agent to assume the excess and give him 
time to adjust his plans accordingly, it 
seemed that a reasonable and fair solv- 
tion of the problem had been adopted. 

During the year there have been 2 
few problems to solve involving differ- 
ent features of the expense allowance 
In one case, for instance, the general 
agent maintained that his excess ¢x- 
pense had been brought about by high 
rental and that his office payroll was 
entirely proper. On the other hand, 
however, according to our theoretical 
figures, the reverse was the case and 
the overcharge in the way of clerk hire 
amounted to several thousands of dol- 
lars per year. A representative of the 
company took the matter in hand and 
in a reasonably short time reduced the 
payroll to practically the desired pomt 
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= . . h k . 
“shout handicapping the work or im- 
- the efficiency of the office. It 
oved to have been all a matter of 
rsonnel. f s 

In another instance the office space 
iavolved was exceedingly expensive, 
although in the opinion of the general 
agent it was unavoidable. The solution 
of that question has been that new and 





reasonably satisfactory space has been 
secured at practically one-half the 
rental, which allows ample room for 
growth while the old agency space was 
not nearly sufficient. 

The question of whether or not a 
margin of unused allowance under sal- 
aries, for example, should be applied 
against a deficit under the head of travel 
or general expense. At first thought, 
there is no doubt but that it seems rea- 
sonable and proper that that should be 
the case. We can go even further and 
say that in view of the practice in past 
years and the local situations which 
have been created under those condi- 
tions, it would be an injustice in some 
cases to demand a reimbursement for 
an overcharge on one expense account 
when the same general agent has not 
used his entire allowance under another 
account. We believe it will be entirely 
possible to take these matters into ac- 
count and be perfectly fair in our ad- 
justments, provided every effort has 
heen made by the general agent to bring 
his expenses under each head within 
the proper bounds. At the same time, 
we cannot but feel that to go the limit 
in this respect and apply that reasoning 
in all cases would to a large extent, at 
least, offset many of the advantages that 
we believe exist under the plan. 


Provides Fair Basis 





We are convinced that the salary al- 
lowance method furnishes a fair and 
reasonable basis for determining that 
expense at each agency and that the sal- 
aries should be brought within those 
figures. At the same time, there are 
many agencies which have the advan- 
tage of a large new premium production 
and which would provide an excess al- 
lowance for rent and general expense. 
If that excess were applied to the salary 
expense it would make possible a salary 
payroll at that agency out of proportion 
to the work involved and to the allow- 
ance for similar purposes at other agen- 
cies. Again, there could not be an in- 
centive for a general agent, if he were 
s0 inclined, to reduce or keep down the 
salaries of the office force to a point 
which might not be consistent with good 
business practice and the desires of the 
company, in order to provide a margin 
which might be applied toward a deficit 
in office rent or traveling expenses for 
example. 

Assuming that the situation has been 
made reasonably clear from the com- 
Pays viewpoint and that the position 
is a fair one, then what is the effect 
upon the general agent who has been 
compelled to make a material change 
im his expenses? Can he continue to 
wnduct the “revised” agency at a profit? 
Ve believe this question is partially an- 
swered by comparison of the conditions 
existing at the present time with those 
under the old general agency basis, in- 
volving the payment by the general 
agent of most, if not all, the expenses. 

¢ have applied those average costs 

to the actual results of the first six 
months of the current year with this 
anpany, and find that the company’s 
allowance system shows up very favor- 
ay indeed, notwithstanding the fact 
be the bureau’s figures of costs in- 
~ the amounts paid out by the gen- 
rime for which they were not 
= sareed by their companies. That 
uid seem to indicate without question 


that our i 
Present system is, say 
leet, fair is, to say the 


Huffman General Agent 


o. . Huffman has been appointed 
oe agent for the group disability 
— of the Aetna Life for West 
tea” hee with headauarters at Charles- 
ho Ranal Huffman is life representative 
€ territory and succeeds his brother, 
uffman. 





URGES LIFE COURSES 


DETAILS MANY ARVANTAGES 





R. Frederick Rust, Union Central Sec- 
retary, Discusses Subject Before 
Life Office Managers 





In commenting on “Training of Home 
Office Clerical workers,” R. Frederick 
Kust, secretary of the Union Central 
Life, at the meeting of the Life Office 
Management Association in Chicago 
this week declared: “The subject of 
training home office clerical workers is 
one in which we are all interested, as 
the success of a life insurance com- 
pany, whether it be large or small, de- 
pends to a large extent upon the 
efficiency of this staff. A company is 
responsible for the composition of its 
clerical force. It is, therefore, important 
at the start of employment to make a 
careful selection so that the time and 
money spent for later training will not 
be wasted.” 

Mr. Rust confined his remarks strictly 
to the training of clerical workers in 
the life insurance business by means of 
training schools, stating: “It is the pol- 
icy of our company and I take it that 
it is common in other companies to 
make promotions within the organiza- 
tion; therefore the interest of training 
clerical workers is a common one. 


Investigates Training Schools 


“I communicated with 80 different 
companies on the question of training 
schools and found that there are only 
three of the companies who have regu- 
lar and complete class work instruction. 
The importaat thing, however, is a 
growing tendency on the part of some 
of the companies to adopt some method 
of training for their clerical workers, 
as indicated by the replies from 23 of 
the 80 companies. In fact, some of these 
companies already have classes con- 
ducted by their actuaries; others have 
meetings every week or two at which 
instructive talks are given on the differ- 
ent phases of life insurance works. 

“One company has a get-together 
meeting every morning for 15 minutes 
at which different department heads 
speak on the workings of their respec- 
tive departments; another sends its 
junior clerks to business college and 
still another company arranges for 
classes at local schools. 

“One company is actually arranging 
for space in its new building so as to 
have adequate room for future class in- 
struction. Canadian companies are do- 
ing much to encourage education in life 
insurance through the Insurance Insti- 
tute of Toronto. The primary purposes 
of a training school are to give the em- 
ploye a general outlook through in- 
creased knowledge; to create in the 
employe a potential value which is avail- 
able as the company’s business expands; 
to establish a contact with the personnel 
as a means of helping maintain proper 
working relations which should have the 
effect of lessening the turn-over; to im- 
prove the employes’ opportunity for 
advancement; to assist the management 
in deciding whether the employe is per- 
forming work for which he is best 
fitted; to give an employe knowledge of 
the economic side of life insurance as a 
business; to assist the individual, par- 
ticularly the new employe, in bridging 
the gap which confronts him as he re- 
adjusts himself from school life to office 
conditions; to attract to our business 
the better class of employes.” 

Mr. Rust outlined the plans that are 
used by the Union Central in forming 
training schools. He outlined a course 
in fundamentals for which any employe 
may enroll, and followed that up with 
a description of their compulsory 
schools. Employes are given the liberty 
of refusing various subjects within each 
course. The fundamental school course 
is held in evening sessions and the com- 
pulsory school is held on the company’s 
time. Mr. Rust likewise detailed the 
benefits accruing to the companies. 
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An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 
Any amount up to $100,000.00 


No. Color Line. Same Rates for All 
‘ Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, Il. 
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Group Insurance: 
What Are You Doing About It? 


Over 8,000 employers of the United States are carrying 
Group ‘Insurance on the lives of 2,225,000 employees. 


This insurance covers whole groups of employees under 
a single contract without medical examination, in 
amounts varying from $500 to $10,000 per employee. 
Includes total permanent disability without extra charge. 


The demand for GROUP INSURANCE for employees 
of factories, stores and business concerns of all kinds is 
rapidly increasing. It has proved of value to those who 
have adopted it and others will take it up as soon as 
they learn of its usefulness. 


Our book on “GROUP LIFE INSURANCE” will 
gladly be mailed you without obligation. It will repay 
your careful reading. Because of our liberal contracts, 
sixty years’ experience, unquestioned security and care- 
fully trained personnel, the John Hancock Mutual Life 
Insurance Company of Boston can effectively handle 
your group insurance. 





A STRONG COM- 
PANY Over Sixty 
Years in Business. 
Liberal as to Contract, 
Safe and Secure in 
Every Way. 














Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 
insurance distribution. This Company has adopted it, and thus 
maintains its front-rank place among the progressive companies 
whose leadership has been gained by vision and initiative. 

This Plan gives life insurance at its best to groups of salaried 
employees and wage-earners in return for monthly premium pay- 
ments. 

Always room in this organization for men and women who 
have the forward look, and who look with intelligence and in- 
dustry and integrity. Unexcelled service, together with three fine 
monthly agency publications and first-class advertising literature, 
supply our representatives with an unsurpassed equipment. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
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GOOD AGENCY MATERIAL 
ATTRACTED BY SCHOOL 


Evening Classes Sure to Bring 
in Part Time Men From 
Good Jobs 


ANALYSIS OF SOURCES 


General Insurance and Real Estate Big- 
gest Class—Recent College Grad- 
uates Hard to Train 


Realizing the imperative need for 
developing the man power in their 
agency, Cameron & Kavel, Aetna gen- 
eral agents at Minneapolis, developed a 
training plan of their own before any 
standard courses could be placed at 
their disposal, In an address before the 
second Aetna General Agents’ Confer- 
ence at Poland Springs, Mr. Kavel ex- 
plained the method they followed and 
told of other facts in connection with 
the agency personnel which with adap- 


tations and analyses could be applied 
to other similar organizations. 


Evening School Is Starting Point 


After formulating the initial plans, 
Cameron & Kavel announced an eve- 
ning school in life insurance which 
would be open to all who wished to 
better themselves and were willing to 
pay the price. From this group was 
developed a considerable staff of part 
time men. One of the big problems of 
the general agent is to persuade the 
embryo agent to burn his bridges behind 
him, especially the tie of a regular 
salary. But the life insurance field 
needs men of capacity, many of whom 
have developed considerable worth in 
other lines. Such men do not move 
quickly. It is therefore advisable to 
hold out a logical plan which will en- 
able them to move from one position 
to another. Training in the right course 
and a part time contract have proven 
to be the links best suited to the tran- 
sition. 


Highly Paid Part Timers Attracted 


Such an arrangement is an invitation 
to capable men. It has enabled men 
having an earning capacity of $5,000 and 
up, and whose scale of living is based 
on that income to build a foundation 
for a life insurance career that entails 
a minimum sacrifice. Classwork, prac- 
tice and careful supervision make a 
wonderful combination for such men. 
They leave all commissions to accrue 
for a nest egg against the time when 
they become full time agents. The 
plan under which Cameron & Kavel 
work contemplates all part time con- 
tracts being converted to full time 
within a year. . 

The basic principles underlying the 
course are two, the agent must be sold 
on life insurance as a career, on the 
Aetna and on the agency and he must 
know that Cameron & Kavel are pre- 
pared to give training and supervision 
that will insure his success. 


Chart Shows Sources 


As a guide to the sources of agents, 
Mr. Kavel presented a chart showing 
the previous business connections of his 
agents. It showed 41 men in the first 
class which included general insurance, 
real estate, building and loan organiza- 
tions, and employes of insurance depart- 
ment of banks. 

Salesmen of other lines were 13 in 
number. Ten were superintendents of 
schools, athletic directors, instructors 
and teachers. Nine were bank employes. 
Other sources were: Salesmen from 
other life companies, seven; government 
employes. veteran bureau emnloves, war 

(CONTINUED ON PAGE 27) 


COLLEGE MEN AS LIFE 
SALESMEN IS TOPIC 


Aetna General Agents Find De- 
gree No Guarantee of 
Success 


ARE QUICK AND ACCURATE 


Hard to Interest Until Several Years 
After Graduation—May Lift Plane 
of Business 


One of the topics of discussion at the 
Poland Springs gathering of the Aetna 
szeneral agents was that of the value of 
the college man as a life insurance 
salesman. 

W. R. Harper, general manager of 
Philadelphia, has put especial study on 
it. It has been his experience that it 
is difficult to secure men directly from 
coliege. Whether it is due to the com- 
paratively large salaries offered by mer- 
cantile and manufacturing corporations 
to graduates who would make the best 
types of agents, or whether their edu- 
cation has tailed to develop in their 
minds the possibilities of the life insur- 
ance agent, the tact remains that it is 
generally several years after graduation 
before they can be induced to consider 
ure msurance salesmanship as a career. 

his is no disadvantage tor experience 
in other work both broadens the agent's 
viewpoint and makes him a more per- 
manent man in the insurance business. 
in his own agency, Mr. Harper has 
some ten men ot whom six are trom the 
University of Pennsylvania. Four came 
in direct from college. The men who 

.« hrst, second and fourth in produc- 
tion are trom tne coilege graduates. 
The logical conclusion is that every- 
thing else being equal, the college man 
will absorb the technical side of the 
business rapidly and accurately, his de- 
veloped habit of thought and study will 
work to his advantage and he has 
usually developed an asset in his in- 
dividuality and personality. The re- 
sourcefulness of the college man is 
remarkable. 

The college man’s success is largely 
a matter of his mental training rather 
than what he has learned. The fact 
that he has secured a degree is no 
guarantee of his success. Mr. Harper 
cited an instance of a man who had 
made an exhaustive study of psychology 
and had taught it. But he could not 
apply it practically to individuals and 
failed totally as a solicitor. 

He wished to call attention to the 
man who ranked third on his production 
list, a man who had had to leave school 
at a very early age. He was not ar 
educated man in the sense that he had 
had others teach him, but had worked 
out his accumulation of knowledge for 
himself. It is this type of man, accord- 
ing to Mr. Harper, that makes it im- 
perative for general agents to avoid tak- 
ing snap judgment on applicants for 
agent’s contracts on account of their 
seeming shortage of education. 

A plan to enlist the services of college 
men that has met with more than usual 
success is that followed by P. W. Simp- 
son, Aetna general agent at Indianap- 
olis. He secures lists of the graduates 
of four or five years and writes them 
of the opportunities which selling life 
insurance offers. It has been his ob- 
servation that it takes university men 
this length of time before they awake 
to their possibilities. He enlists the 
cooperation of ‘college presidents an 
other officials by unfolding to them the 
returns open to life solicitors both from 
the pecuniary reward and the universal 
scope of the benefit of the sales tc their 
policyholders. Many such men who 
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tions have taken advantage of Mr. 
Simpson’s offer. 

His present view of the entry of large 
numbers of men of higher education is 
that it will have a great influence on 
increasing the plane of the life under- 
writers and that the effect will be 
marked during the next ten years. 

On the other side, Hugh D. Hart of 
Hart & Eubank at New York, warned 
the general agents of what he termed 
the “collegeman” complex. It was his 
opinion that many condemned non- 
graduates, at least by inference. He 
called attention to the fact that the great 
majority of the premium payers of the 
country were not college men, and that 
there could be but little question that 
the higher education was not the essen- 
tial it was considered by some general 
agents. He added that, so far as the 
effect of university men on the business 
was concerned he would “probably not 
be here 50 years from now to tell what 
it was.” 

An interesting sidelight on the ques- 
tion of men of college education was 
the canvass of the Aetna general agents. 
It was found that 16 were college grad- 
uates, 22 had attended college but had 
not remained to qualify for a degree, 
and 46 had never been to college. It 
was plain that the younger men in- 
cluded the majority of the graduates. 
indicating that their proportion would 
probably increase with time. 


COMMONWEALTH LIFE MEETS 





Louisville Company Celebrates Twenti- 
eth Anniversary With a Gathering 
of Agents at the Home Office 





_LOUISVILLE, KY., Sept. 30.—The 
Commonwealth Life of Louisville had 
its agents in recently for the annual 
agency convention. About 175 agents 
attended, including some 40 ordinary 
producers and 135 industrial agents. 
This was in connection with the com- 
pany’s 20 year anniversary, it having 
been established in 1905. It had been 
planned to hold up the event until the 
new building was completed, but the 
work was delayed and it will probably 
be mid October before the large addi- 
tion is fully completed. 


Meeting Chiefly Social 


This meeting was more in the form of 
a social or get together meeting. There 
was very little business. Medals were 
presented to the agents, showing 5, 10, 
15 and 20 years of service with the com- 
pany. There were also a few prizes 
given to large producers who had won 
them in competition. The visitors took 
in the Kentucky State Fair, a boat trip 
to Rose Island, a dinner at the Ken- 
tucky hotel and a theater party. 

At an informal meeting at which the 
medals were presented a few remarks 
were made by Darwin W. Johnson, 
president; L. G. Russell, vice-president 
and manager of the industrial depart- 
ment; I. S. Homans, vice-president, ac- 
tuary and in charge of the ordinary 
agents, and others. 

Darwin Johnson, president and one 
ot the founders, was presented with a 
silver loving cup as a tribute to his loyal 
and unfailing service to the firm by the 
directors of the company. The gift 
came as a surprise to Mr. Johnson, the 
officials having held plans for the pres- 
entation a secret. Mr. Johnson has been 
with the Commonwealth since 1905. 


First Interest in Field Men 


_In his first statement to his associates 
since assuming the presidency of the 
Northwestern National Life, President 
. J. Arnold says that one of his first 
efforts will be to meet and get acquainted 
bs as many of the field men as pos- 
sible, 

“I am for the man in the field, first, 
last and all the time,” said President 
Arnold. “It will be my privilege, and as 
conceive it, my duty as well, to see that 
‘very proper step is taken to facilitate 
the work of the men who carry the rate 
Ook and also of their managers and 
8eneral agents.” 








GENERAL AGENT MUST 
HAVE PLAN TO FOLLOW 


Holcombe Says Well Established 
Rules Are Regularly 
Overlooked 


FLAYS DRAWING ACCOUNT 


Is Blot on Business and Greatest Cause 
of Failure—Big Producers 
Disturbers 


One of the interesting talks of the 
Aetna General Managers’ Conference, 
and the only one not made by an Aetna 
man, was that delivered by J. M. Hol- 
combe, Jr., manager of the Life Insur- 
ance Sales Research Bureau, and editor 
of Manager’s Manual. 


The enthusiastic general agent will 


have a plan for developing his agency. 


Most failures among general agents are 
those who go at their work on a hit or 
miss method. The question which the 
general agent can ask nimself is: “Have 
I a plan and can I put it on paper?” 
There must be a substantial framework 
upon which to build an agency. 

In these times, a general agent is an 
executive. He can and does delegate 
all details. And his prime object is to 
build a structure of man power, for the 
agent is the source of production. In 
securing his agents, he will be wise to 
follow as many plans for securing 
agents as may be applicable in his com- 
munity. Mr. Holcombe called especial 
attention to the plan of attracting 
agents through those already under con- 
tract, saying that this plan resulted in 
a projection of loyalty. He called at- 
tention to the success of offices where 
the attitude was “our” agency. 


Big Producers Temperamental 


Where there is cooperation there is 
harmony and progress. Ordinarily the 
big producers are the worst co-ordin- 
ators. It may seem bad policy to get 
rid of such stars, but so many instances 
are on record which establish the fact 
that the ultimate success of the agency 
will reach greater heights through mu- 
tual endeavor that there is but little 
question of the correctness of the man- 
ager’s move in discontinuing the con- 
nection of disturbers. 

Advertising is a most valuable source 
of agents. In addition, the resourceful 
general agent is in touch with countless 
“listening posts” which transmit to him 
information about men who are possible 
agent’s timber. 


Some Rules te Follow 


There are certain fixed rules for the 
selection of agents which it seems 
strange general agents will not follow. 
Most successful men started in as life 
salesmen between the ages of 28 and 
40. Married men are invariably the 
mere successful. Their past is a very 
good indication of what may be ex- 
pected in the future. Mr. Holcombe was 
at a loss to explain why these guides 
were so often disregarded. His advice 
is “Better be safe than sorry,” and he 
feels that a large part of the answer to 
selecting an agent will come by asking 
himself, “Would I like to have 100 
agents like him?” 


Don’t Exaggerate Possibilities 


He also feels that the too common 
tendency to overpaint the picture of life 
insurance is fatal to an agent’s success. 
It too often happens that the experience 
of the agent develops the fact sooner 
or later that his superior is a liar. Mr. 
Holcombe recommended caution in all 
selections, making the prospective agent 
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The Company With 


a Personality 


Continental Assurance Co. 


Chicago, IIl. 


“THE DISCRIMINATING BUYER 
SPECIFIES CONTINENTAL” 
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We Will Contract With 
A Few High Grade 
Men 


to represent us in territory 
which we are now ready to 
develop. 


The record of the Com- 
pany, its continuous growth 
and the broad insurance 
service it renders provide 
unusual opportunities to 
men who can _ produce. 
Northwestern Life policies 
cover practically every need 
dependent upon the con- 
tinuance of human life. 


Attractive direct agency 
contracts are available in 
Southern Indiana, Southern 
Illinois, Central Missouri, 
Kansas, Arkansas, Utah, 
Pennsylvania, Eastern Ten- 
nessee, Louisiana, and Vir- 
ginia for high grade pro- 
ducers. 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINN. 





‘a 
U 


9.056 } 
—< 


&@) 


oh 
WG 





16 THE NATIONAL UNDERWRITER 


October 2, 1925 


October 











s— 
Te GLOBE Mus Ge 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Estimated Results for 1924 Over Last Five Years 


GAIN IN INTEREST INCOME .......cccececcssecccceseees ---382 PER CENT 
GAIN IN ASSETS  ...cccccsccccccscercecccecccsceesees eocccece 319 PER CENT 
GAIN IN INCOME. .......00+-ssceseesees eccccccccccccccccceces 95 PER CENT 
GAIN IN INSURANCE IN FORCE. .........--seececeeseeeees 8&5 PER CENT 
AVERAGE GAIN OVER LAST FIVE YEARS ........-+++++ 228 PER CENT 


The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


To which have been added 


CLAIMS ADJUSTED BY RADIO 
It is the last word in 
SERVICE 


T. F. Barry—Founder. 




















think. it over, and having a meeting 
with the man’s wife. Another thought 
is that discussion .of commissions on the 
first interview is undesirable. Further- 
more, when the time does come to bring 
up that topic, it should be done in non- 
technical terms. So few men realize 
how technical the life business is. 


Drawing Account an Evil 


A blot on the business is the drawing 
account. No one evil has caused the 
failure of so many agents as this. Men 
will come in without advances. Real 
help consists in teaching the men how 
to earn more. It is the duty of general 
agents to make the agents successful. 
There must be supervision and plenty 
of it. Wholesome advice is a great 
asset. Big men are available as agents. 
This point has been overlooked by gen- 
eral agents but is a condition which 
should be corrected immediately. The 
business is worthy of the highest types 
and they should be sought after with 
vigor. 
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The 
Policyholders’ 
Company 





MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 





52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


Once a Policy- 
holder—Always 
a Prospect. 
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Write to 


or to 
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District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 
Francis L. Brown, Secretary, Rockford, Illinois 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 























NEED OF DEVELOPMENT 


GROWTH DEPENDS ON AGENTS 
E. O. Burget, Peoples Life, Tells How 
Opportunities for Life Men and 
Companies Go Together 





Life insurance, if not the fastest-grow- 
ing profession today, is taking great 
strides in both volume and methods of 
doing business, according to Eugene O. 
Burget, secretery and general manager 
of the Peoples Life of Frankfort, Ind. 
In a recent address at an agency con- 
vention of his company he said that 
those who have reached positions from 
where they can look back upon their 
early struggles, feel that it is the great- 
est business in the world. 

“But,” Mr. Burget added, “in no 
field of endeavor is there greater need 
for intensive development. In the last 
half century this business has increased 
to unthought-of proportions. On Jan. 1, 
this year, there were 250 legal reserve 
life companies in the United States, with 
combined assets of more than eleven 
billion dollars, insurance in force of 
more than ninety million policies giving 
protection of more than sixty-five billion 
dollars. The premium income for 1924 
was $2,200,000,000 and the sale of new 
life insurance was approximately four- 
teen billion dollars. It is something to 
think about. 


Must Build Slow and Sure 


“In spite of this tremendous growth 
the building of a life company is done 
best when done thoroughly and slowly, 
especially in new territory. The best 
place in the world to write new business 
is where you have been. It is much 
easier to write new policies where you 
have a number of satisfied policyhold- 
ers. On the other hand, the hardest 
place to write business is where you 
have a lot of lapsed policies. 

“Especially in new territory, though 
there is no occasion for a let-down where 
the company is established, must the 
agent and home office do their utmost 
to establish a reputation for fairness, 
justice and liberality. Water cannot rise 
above its level, so an insurance company 


_| cannot stand better in a community than 


its agents. Loyalty is one of the great- 
est factors in the character of a success- 
ful agent. In this respect there is no 
half-way ground. The agent is build- 
ing business for his company and for 
himself or he is not building at all. 


Demands Strong Agency Force 


“Life insurance is a real business that 
demands men of courage and ability. If 
it were a line for weaklings, the oppor- 
tunity for service and money would not 
be there. It pays well only when the 
maximum of interest and effort is put 
into it, no matter how many obstacles 
are met. The business was intended 
only for real men who know how to use 
their brains, tongues and feet. E 

“No agent is loyal to himself or to his 
company when he neglects his old 
policyholders. He must watch the busi- 
ness already on the books if he expects 
to help his company take advantage of 
the many opportunities for growth that 
this field holds, and this includes the 
opportunities for himself. He must keep 
his prospects sold and resold. He must 
also keep other agents from twisting his 
business from him and getting new busi- 
ness from them. : 

“It is this watchfulness and _ service 
on the part of the agent which gives the 
company its reputation, and in turn 
makes the insurance business as great a8 
it is today.” 


Kelty Is Claim Representative 
A. H. Kelty has been appointed claim 
representative of the Pacific Mutual Life 
at Minneapolis, Minn., succeeding F. 
Jacobson, resigned. Mr. Kelty has been 
engaged in claim work for a number of 
years and is well qualified to handle the 
duties of his position. 
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HOW HART & EUBANK 
AGENTS ARE TRAINED 





R. G. Gregory Describes Methods 
of Selecting and Teaching 
New Men 





MUST FINANCE SELVES 





Cannot Depend on “Hunches”—Course 
of Training Lasts Eight 
Weeks 


—_——_—~ 


Asserting that men interested in jobs 
need no training, but that those who 
wek careers do, R. G. Gregory told the 
seneral agents of the Aetna Life at their 
conference at Poland Springs how he 
trains the agents of the Hart & Eubank 
Agency at New York. Because of the 
unusually rapid development of this 
agency, the explanation of -its training 
methods was particularly interesting 
since much of its progress is due to its 


school. 
Weeding Them Out 


Mr. Gregory's first point was that 
agents cannot be chosen on “hunches. 
There are too many effective means of 
weeding out men certain to prove un- 
desirable to fail to make use of them, 
and thus also avoid the loss of time and 
money entailed in training men who 
have little promise of succeeding. 

Applicant agents are first asked to 
answer certain questions from a paper 
christened a “testonaire” by Hugh Hart. 
It asks questions, the answers to which 
give a rough estimate of the candidate’s 
desirability. It inquires about the nerv- 
ous constitution, the applicant’s goal in 
life and other similar points. This is 
followed by securing an inspection re- 
port. Those who are not eliminated by 
these two tests are asked if they are 
able to finance themselves. This re- 
quirement is mandatory. The remain- 
ing men are met by one of the managers 
with whom rests the final disposition of 
their application. 


Stady Divided in Three Parts 


A class of from 12 to 15 men having 
thus been assembled, the actual prepara- 


that the supervisor endeavors to follow 
the principles of the course as nearly as 
possible in practice. In order to secure 
the assistance of the supervisor, the 
student agent must have seen the pros- 
pect to be called upon at least once. 


Weekly Reports Required 


Weekly reports of work done are re- 
quired and “experience” meetings are 
held.every other week. Reports are 
made by supervisors. The supervision 
continues after the schooling is com- 
pleted. New men must have time to 
get a start in selling life insurance. 
The period following schooling is cru- 
cial in determining the degree of suc- 
cess of the agent. Until he has fully 
mastered methods of selling that will 
| produce, surervision of his work is 
maintained. Through this practice, the 
agent is made to know of the sincerity 
of teacher and supervisors. 


Average Age Increased 


i 





Experience has shown that the aver- 
age age of the men has increased, for 
the younger students will not work as 
they should. It has also been developed 
that men can be obtained who have 
wide business experience and who have 
been earning substantial salaries. As 
Hugh Hart puts it, “It is the general 
agent’s duty to rescue capable men from 
blind alley jobs.” 


NATIONAL FIDELITY MEETING 
Agents Hold Sessions in Afternoon So 
as Not to Interfere With National 
Associations Convention 





KANSAS CITY, MO., Sept. 29.—The 
National Fidelity Life is holding an 
agency conference at its home office this 
week in connection with the annual con- 
vention of the National Association of 
the Life Underwriters. The first ses- 
sion was held this afternoon, so as not 
to interfere with attendance at the na- 
tional convention, and was devoted to 
the discussion of the theme: “Things 
Which Help the Salesman to Make 
More Money.” Carl T. Prime, secre- 
tary ,was chairman of the meeting, and 
the papers and talks were reviewed at 
the close of the session by President 
Ralph H. Rice. Tonight the company 
gave an informal dinner at the Kansas 
City Club, at which the agents and com- 
pany employes were present: President 
Rice was toastmaster, and the principal 
address was made by Rev. M. 
Dorreen. Tomorrow afternoon there 





tion for field work is commenced. It is 
divided into three general parts, the 
study of the functions of life insurance, 
including an exhaustive research into | 
the ways it will fit the prospect, the | 
study of underwriting practice, the pol- | 
icy contract and the rate book and the | 
study of the selling process itself, an | 
analysis of the technic of presenting | 
life insurance for sale. The students | 
must know the contract from end to} 
end before they are considered fully | 
prepared to serve their prospects. 


Accident and Health First 


The course covers a period of eight | 
weeks. Since accident and health in- | 
surance is easier to grasp and sell, the 
arst week’s work is on this branch, the 
aternoons being devoted to actual | 
‘olicitation so that the new agent shall 
ow from experience the reaction of | 
te prospect. The following three 
weeks are devoted to the study of life | 
surance, the students soliciting during | 
‘ne afternoons of the third and fourth. | 
The balance of the period is given over 
‘0 a study of the selling process with 
Tequent reviews and talks designed to 
Clarify previous points. Home study is 
required. There is a question box which 
8 liberally patronized. The instructors 
make the sessions as informal as pos- 
‘ible in order to encourage questions. 


Solicitations Are Supervised 


} 
| 
| 


sete solicitation is supervised com- 
‘etely by practical and successful sales- 
a he instructor does not attempt 
"'Y supervision of sales work except 





|month. The insured was the head of a 


will be an agents’ round table discus- 
sion on “How the Home Office Can Bet- 
ter Serve You.” The session will be 
presided over by Dr. W. Wear, 
medjcal director. 


Round Table Topics 


The topics suggested for discussion 
are: The non-medical blank; undelivered 
policies; agents’ accounts and reports; 
total permanent disability benefits; or- 
dering insepctions; prize contest rules; 
circularizing prospects; good-will build- 
ing; salary savings insurance; policy- 
holders’ month; rated-up cases. 


LARGE DEATH CLAIM IS PAID 





Heirs Receive Over $378,000—One of 
the Greatest Amounts Ever Paid 
on Life of a Woman 





One of the largest, if not the largest, 
death claims ever paid by the Equitable 
Life Assurance Society under a policy 
on the life of a woman was settled last 


millinery and women’s wear establish- 
ment. Of the $278,456 carried, $100,000 
was for business assurance purposes, 
$183,000 was made payable to a trust 
company as executor of her estate, and 
the remaining policies were for the pro- 
tection of individual beneficiaries. Two 
of the policies totaling $183,000 had been 
in force less than four months. The 
remaining policies were from one year 
to seven years old. Death was due to 


Illinots 
Iowa Nebraska 
Indiana 
Ohio South Dakota 
Minnesota 
Missouri 
Kansas 





appendicitis and peritonitis. 


General Agencies 


E have general agency open- 


ings in the following states: 
Oklahoma 

W yoming 
Montana 


Colorado 


California 


Any good, live producer of Life 
or Accident and Health insurance, 
who is not at present under contract 
with any other company, will be 
taking a step in the right direction 
by getting in touch with us. 


He will tell us about himself and 
we will tell him of our thorough co- 
operation with our field force, in- 
cluding direct mail and newspaper 
advertising assistance. 


Address H. G. Royer, President 


Great Northern Life 


Insurance Company 
110 South Dearborn Street, Chicago 
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The Unjust Hidden Tax 


Tue Minneapolis “Journai,” in a re- 
cent editorial, entitled “An Unjust Hid- 
den Tax,” refers to the part that every 
premium payer plays in buying protec- 
tion. This is one of the most insidious 
indirect taxes. They are hidden taxes. 
The state levies a heavy tribute on in- 
surance premiums. The policyholders 
pay the bill. The premiums are increased 
to cover the extra tax. So far as mutual 
life insurance is concerned, the divi- 
dends are decreased to that extent and 
in case of stock companies the rate is 
loaded enough to take care of it. 

Originally the state sought to secure 
sufficient revenue from the insurance 
companies to maintain the state insur- 
ance department. This was perfectly 
proper and no one could offer an ob- 
jection to it. However the state now 
counts the insurance revenue as one of 
the most valuable. In many states the 
insurance companies contribute the sec- 
ond largest amount of the general rev- 
enue. In speaking further the Min- 
neapolis “Journal” says: 

But taxes of that sort are always 
passed along. They are not paid by the 
companies, but by the policyholders, and 
costs of collection are added to them. 
They constitute one of the items in the 
overhead cost of insurance, and thus they 
operate to reduce a man’s dividends on 
his life insurance and to increase his 
rates on other sorts of insurance. 


Minnesota in 1923 collected more than 
$1,370,000 by a 2 percent tax on pre- 


miums paid. Originally the purpose of 
this tax was to pay the expenses of state 
supervision of insurance, conducted for 
the protection of policyholders. This was 
a legitimate and beneficial purpose. But 
in 1923 less than $59,000 of the more than 
a million and a third dollars collected 
was used for the state insurance depart- 
ment. Another $200,000 went to the sup- 
port of local fire departments—also a 
highly legitimate use. But the other 
million dollars or more went into the 
state treasury, and was used for pur- 
poses that justified no special tax on 
policyholders. 

The states have found this sort of 
taxation easy to collect and easy to con- 
ceal from its victims. They have pushed 
it much farther than is realized, and pro- 
posals for further increases come up in 
almost every legislative sitting. 

But it is a bad tax, because it is an 
unjust tax. Life insurance, for example, 
is an investment, an incentive to thrift, 
a protection to the family that may sud- 
denly be bereaved, Why reduce its bene- 
fits to individual and community by lay- 
ing a heavy tax upon it? Why not scale 
the tax down to the small amount neces- 
sary to maintain the state’s machinery 
for protecting the policyholder? 

The difficulty, of course, is that the 
policyholder pays without knowing it, 
and so makes no protest. If the holders 
of insurance policies in Minnesota were 
to approach the legislature through 
proper organizations, and to demonstrate 
the injustice and needlessness of the im- 
post, they could secure a highly desir- 
able reform, But the average legisla- 
tor realizes no more than the average 
policyholder where the burden of the 
tax falls. He supposes it comes out of 
great companies holding large accumu- 
lations of capital. But it doesn’t—it 
comes out of the man who pays the pre- 
miums.—Minneapolis Journal. 


Trend of Insurance Costs 


At the Aetna general agents’ con- 
ference, Vice-President Cammack made 
as near a prediction of the trend of 
future life insurance costs as is possible 
when he said that they would depend 
upon economy of management, careful 
selection of risks and the return on 
invested money. 

Today the companies of the country 
are paying very close attention to econ- 
omy and are making every effort to 
devise such intelligent systems for con- 
trolling expenses as will be applicable 
to their peculiar system of operation. 
This attention will probably result in 
a saving to policyholders. 


The factor of longevity will certainly 
bring about continuously decreasing 
cost for the marked lengthening of the 
average span of human life in recent 
years is undoubtedly permanent. In- 
deed, it is entirely possible that further 
knowledge will increase the duration. 

During the last few years there has 
been an increased rate of interest, but 
that factor may or may not continue 
to affect insurance costs favorably. 

A study of the facts points to the 
continuation of the decrease in costs of 
insuring that the past years have shown, 
though of course no positive assertion 
of its realization can be made. 


Building Up Confidence 


A wRITER once said that he knew one 
cure for nervousness and fear with 
which so many salesmen are affected. 
It is composed of truth and honesty. 
The longer insurance men are out on the 
firing line dealing with customers the 
more they appreciate the desirability of 


stimulating confidence in their clients. 
Insurance is looked upon by the public 
as being intricate. Therefore a pur- 
chaser of insurance seeks out someone 
whom he can trust and who he feels 
will write the policy according to his 
needs. 





The National Life & Accident of 
Nashville, Tenn., will give a dedicatory 
program Oct. 5, in connection with its 
broadcasting station WSM. The mean- 
ing of these initials are “We Shield 
Millions.” The National has installed a 
fine 1,000 watt radiophone station. 
Vice-Presidents Clements and E. W. 
Craig have had charge of the erection 
of the station. Assistant Bonnie Barn- 
hardt is the program director, joining 
the National Life & Accident after four 
years’ service with the Atlanta “Jour- 
nal” radio station. 


Fred W. Sweet has now taken his | 
position as general agent of the John | 


Hancock Mutual at Toledo, to succeed 
Julius Blair, who resigned. Mr. Sweet 
has been connected with the John Han- 
cock for 23 years in Ohio. He started 
with the company Feb. 1, 1902, under 
the management of Campbell, Seibert & 
Campbell of Columbus. Then he be- 
came district agent on April 1, 1920. 
He has attracted attention at Akron on 
account of his excellent work. 


Sherwood S. Smith, who becomes as- 
sociate general agent of the John Han- 
cock Mutual at St. 
men who has had an interesting career. 


He spent a year in the far west and | 


Alaska traveling after leaving school. 
He entered the wholesale grocery busi- 
ness and then was in the navy during 
the war. He reentered the grocery line 
on his return from the war and then 
became connected with the Electric 
Boiler Corporation at Cambridge, Mass. 
He joined the Paul Clark general agency 
of the John Hancock Mutual Feb. 1, 
1922, and at once made a record in per- 
sonal production. In April of last year 
he was made agency supervisor for Mr. 
Clark. 


For some time Fred D. Strudell, who 
is vice- president of the American Life 
Reinsurance of Dallas, has felt the urge 
to return to St. Louis because of per- 
sonal and family considerations. The 
families of both Mr. and Mrs. Strudell 
are in St. Louis, so it is only natural 
that they would prefer to have their 
residence there. On Mr. Strudell’s re- 
quest the executive committee has con- 
sented to the change of residence and 
has made arrangements for him to con- 
tinue as actuary. 

President A. C. Bigger expressed high 
appreciation for the valuable services 
rendered by Mr. Strudell from the date 
of organization of the company and was 
pleased that the company is to continue 
to have his services as actuary. 


Lucian L. Smith, manager of agen- 
cies of the ordinary life department of 
the American Bankers who took his 
new position a few weeks ago, has had 
an interesting career. He was formerly 
connected with the Business Men’s As- 
surance of Kansas City, doing both 
claim and agency work. Prior to that 
he was connected with the Atlas Life 
of Oklahuma as superintendent of agen- 
cies. He served as special agent for the 
Southern Surety and also was agent for 
the Kansas City Life. Thirteen years of 
his early life was spent with the Mutual 
Life of New York as superintendent and 
joint manager with his father in a gen- 
eral agency. 


Orson C. Norton, recently elected 
president of the reorganized Toledo 
Travelers is a prominent Toledo insur- 
ance man. He entered the business 17 
years ago with the Midland Mutual Life 
as general agent at Fremont, O. In 
1917 he was promoted to the Toledo 
office as general agent for northwestern 
Ohio. His agency was always a leader 
in the Midland Mutual ranks and Mr. 
Norton led the company the past few 
years in personal production. He goes 
to the Toledo Travelers as its chief ex- 
ecutive well qualified both in personal 
production and executive ability from 
his general agency experience. Mr. 


Louis, is a young | 








NORTON 
President Toledo Travelers 


ORSON C. 


Norton is one of the largest stockhold- 
ers in the reorganized company. 

The good will and best wishes of To- 
ledo business men go with President 
Norton, who for several years has been 
very active in the civic life of the city. 
He is vice-president of the Y. M. C. A, 
a director of the City Savings Bank, 
chairman of the finance committee of 
the Flower Hospital, past president of 
the Lions Club and is quite active in 
the Chamber of Commerce. 


. A. Beard, indienepete producer 
for the Bankers Life of Iowa, was a 
star sprinter in his student days and 
from all indications he hasn’t forgotten 
what he learned at school. The Scottish 
Rite of Indianapolis met at a picnic the 
other day and Mr. Beard, fully attired 
in hat, coat, vest and cigar among other 
things, stepped off the hundred yard 
dash in 14 seconds, thereby winning 
first prize of a $3 necktie. 


W. H. Heinz, manager of the radio- 
casting station of the Bankers Life of 
Iowa at Des Moines, WHO, was hon- 
ored recently by being elected first vice- 
president of the National Association of 
Broadcasters at the annual convention 
in New York. President George Kuhns 
of the Bankers Life was also at the 
convention. 


Dan G. Pleasants, agent for the Bank- 
ers Life with the J. E. Flanigan Agency 
in New York City, has broken into 
print as “Dan Pleasant,” a _ cartoon 
character in the “New York World” 
comic strip of Cicero Sapp. Some years 
ago Mr. Pleasant was located in At- 
lanta, Ga. He was a close friend ot! 
Fred Locher, at that time a budding 
cartoonist, now famous as the creator 
of Cicero Sapp. Recently Cicero Sapp 
has been having experiences in the daily 
papers with a mythical life insurance 
salesman. In this cartoon strip Mr. 
Locher has for old friendship’s sake 
named the life insurance salesman, Dan 
Pleasant. 

Outstanding among the feature men 


that attended the life insurance sales- 
Griffin 


manship school conducted by 
M. Lovelace at Oklahoma City, Okla., 
for the last six weeks, was rge 


Cantrell, district agent at Okmulgee, for 
the Aetna Life. Mr. Cantrell made @ 
record the first year he entered the 
game, writing as much on a part time 
basis as the average underwriter pro- 
duces on full time. His first year’s vor 
ume was $100,000 paid for business as 
a side line to an eight hour a day posi- 
tion he was holding as assistant post- 
master at Haskell, Okla. At that time 
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he was giving his spare time to the 
Travelers. In 1924 he resigned his eight 
hour job, made whole time connections 
with the Aetna Life as district mana- 
ger, and plunged into the life insurance 
game. Results of his first full time ef- 
forts reveal $485,000 to his credit. 

His 1925 record discloses more than 
$400,000 paid for business, with three 
months to go, after taking six weeks off 
to attend the school. 


Mrs. H. C. Weaver, pioneer life in- 
surance woman of the Southwest, died 
at her home here this week as a result 
of an accident while touring Colorado 
in an automobile in the summer. 

Mrs. Weaver probably sold more life 
insurance than any woman in the game. 
She had been connected with Lee & 
Lee, state agents for the Union«Central 
Life, since 1911. Since joining the com- 
pany she has never failed to “make one 
of the convention of agents.” 


Fred L. Tipton, £8 years old, treas- 
wer of the International Life of St. 
Louis, who committed suicide at his 
home in St. Louis Sept. 23, following a 
nervous breakdown suffered the week 
before, had no financial troubles but 
was grieving because of his removal 
from his home town, Girard, IIl., where 
he had conducted a newspaper for 
many years. He was but 18 years old 
when his father gave him the newspaper 
and was known as the youngest pub- 
lisher in the country. He had sold the 
paper recently and this with the stress 
of his insurance work caused his ner- 
yous condition. David W. Hill, chair- 
man of the board of the International 
Life and a close personal friend, in stat- 
ing his sorrow declared that Mr. Tip- 
ton’s financial affairs were in excellent 
shape and that he had not personally 
handled the funds of the company. Mr. 
Tipton was elected treasurer of the 
Standard Life of Decatur, Ill, in Feb- 
tuary, 1923. When the Standard Life 
took over the International Life to con- 
tinue as the International Life, Mr. Tip- 
ton was named treasurer of the new 
company. Mr. Tipton was a 32nd de- 
gree Mason and belonged to a number 
of other lodges and clubs. The funeral 
service was held last Saturday at Girard. 


John Edgar Miller, assistant secretary 
of the Pacific Mutual Life, who passed 
away Sept. 7 at his home in Pasadena, 
was in his seventy-ninth year and had 
resided in California since 1909, going 
there from Michigan. Mr. Miller is sur- 
vived by his widow, a daughter and two 
sons, one of whom is John B. Miller, 
a director and member of the executive 
committee of the board of the Pacific 
Mutual. He is also president of the 
Southern California Edison Company. 


_ Miss Greta Wasserman, policy writer 
lor the New York Life at Portland, 
Ore, has been admitted to membership 
in the “Million Dollar Club” of the com- 
pany as a result of having written more 
than $1,000,000 in paid-up insurance dur- 
ig the past year. She is the only 
woman member of the club outside of 
New York. Miss Wasserman recently 
became vice-president of the $350,000 
and Over Club.” She has just returned 
‘o Portland after attending the com- 
tes convention at Coronado Beach, 
al, 


H. C. Brummel of Brummel Bros., 
the well known Chicago agent, is the 
irst agent of the Guardian Life to 
qualify for the agency club, having 
Written the allotted amount of business. 


John D. Sage’s 48th birthday on Sept. 
4 was made the occasion of an unusual 
meio of friendship. All those 
C *s who have been connected with the 
on Central Life for twenty-five years 
wi sap joined to express their good 
‘shes to their president on that day, 


pe a8 a memento of the day, gave Mr. 
“age a beautiful Rookwood plaque. 


da t. Sage was deeply touched and two 
Ys la 


his chil 


ter, assisted by Mrs. Sage and 
dren, held an informal reception 
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We Want 
An Organizer 


Our General Agent 
for the Detroit, Michi- 
gan, territory wants a 
man who can attract 
and train city sales- 


men. 


There isa lot of hard 
work and a splendid 
opportunity for a man 
who can develop 
agency material. Com- 
pensation is on the 
basis of salary and 


commission. 


Give references and 
experience in your ap- 


plication to 


G. F. LOFTHOUSE 
1320-23 Majestic Bldg., 
Detroit, Michigan 





/ Lincoln Life Building 


Just a Sample 


\ Letters like the one given here are received 
at The Lincoln National Life Home Office every 
day commenting upon the exceptional way our 
Salary Savings System is presented. 


Denver, Colorado, 
September 10, 1925. 


The Lincoln National Life 
Insurance Company, 
Fort Wayne, Indiana. 


Gentlemen: 

Received the impressive prospectus and sup- 
plies for the Salary Savings System. I con- 
gratulate you. It is the best I have seen along 
this line. 

Have three good cases already started. 

Yours very truly, 
Cashman & Evans, General Agents. 


By Thomas G. Egan, 
Manager Life Department. 


Under the Salary Savings System the em- 
ployer deducts the monthly premium on any 
form of Lincoln National Life policy from the 
pay of the employee. Individual policies are 
issued and with certain restrictions it is con- 
ducted on a non-medical basis. 
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The 


Lincoln National Life 
Insurance Company 
‘‘Its Name Indicates Its Character’’ 


Fort Wayne, Ind. 


More Than $375,000,000 in Force 
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LLINOIS LIFE INSURANCE CO 


cGHIicAce 

















ee 
JAMES W. STEVENS, Founder 





‘“W CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 




















From the address of Carvin Cooxipce at the 
Cerner Stone Laying Ceremonies, LIilinois 
Life Building, August 5, 1922. 





Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive ‘ 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 


in his office, with the members of the 
“25 Year Club” as his guests. 

This club was composed of 31 men 
and women whose service to the com. 
pany totaled 926 years. Wm. Gross wa; 
the dean of the members, joining the 
Union Central, Oct. 1, 1884. Mr. Sage 
is himself a member of this group, his 
service with the company dating from 
1899. 

Mrs. H. C. Weaver, who has been 2 
Union Central agent at Dallas, Tex., as. 
sociated with general agents Lee & Lee 
died Sept. 25. She has been an agen: 
of the Union Central since April, 191), 
She maintained a consistant production 
year after year, her maximum being 
$179,000. 

H. C. Cunning, assistant auditor oj 
the Union Sentral, died Sept. 19, He 
had been connected with this company 
since Dec. 11, 1892, and became assist. 
ant auditor in Oct., 1920. 

Two assistant auditors have been ap- 
pointed by the Union Central, J. C. Hat. 
field, who has been with the company 
since April, 1904, and Arthur A. Spohr, 
who entered the employ of the com- 
pany in October, 1909. Both men have 
held positions of responsibility for many 
years, 

Dr. Albert T. Post, assistant medical 
director of the Equitable Life of New 
York, died last Monday. He had been 
with the society and had served as city 
examiner, district inspector in Buffalo, 
medical director for Japan, medical di- 
rector for Europe and Paris, and since 
1913, as assistant medical director at the 
home office. 





LIFE AGENCY CHANGES 














IS MANAGER AT CINCINNATI 

Mutual Life of New York Announces 

Appointment of Charles J. McCoy 
Succeeding E. H. Ferguson 





The Mutual Life announces the ap- 
pointment of Charles J. McCoy a 
manager of its Cincinnati office succeed- 
ing E. H. Ferguson, recently transferred 
to the management of the Clevcland 
branch. Mr. McCoy, who will assume 
the new post Oct. 1, has been cennected 
with the Mutual Life since 1912, for: 
time at its Cincinnati agency and fo 
several years past as district managef 
at Dayton. For six years he has quali- 
fied for membership in the $250,000 
Club. The management says Mr. 
McCoy is “ambitious, energetic, of fint 
character and capacity” and makes his 
appointment to the Cincinnati manage 
ment in full confidence that he wil 
handle it with complete success. The 
Cincinnati territory embraces 20 cout 
ties in Ohio, four in Indiana and three 
in Kentucky. 


GENERAL AGENT AT DETROIT 





Pacific Mutual Announces Appointment 
of Lorne S. Dunford for Life and 
Non-Cancellable Departments 





The Pacific Mutual Life announce: 
the appointment of Lorne S. Duniort 
as general agent at Detroit for the life 
and non-cancellable departments. ! 
new agency will be operated indepen 
ently of the W. E. Clizbe genet 
agency, which will continue to be ©o® 
ducted as heretofore. Mr. Dunford has 
been for several years a leading Pro 
ducer for an eastern company. 


George F. Cannon 
George F. Cannon, who has “7 
associated with life insurance for ¥ 
years and was assistant superintenden’ 
of agencies for the Security Mutual . 
Binghampton for five years, will 
placed in charge of a_new gene 





agency at Buffalo for the Equitable Life 


f this 











of Iowa Nov. 1. Since the entry © 
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company into New York, it has estab- 
lished .general agencies at Rochester, 
Syracuse, Albany and two in New York 
City, and it is understood that it plans 
for the opening of additional agencies 
in new territory. 





Harvey Thompson 


Harvey Thompson who for 17 con- 
secutive years represented the union 
Central Life resigned several months 
ago to become associate general agent 
at New York for the Equitable of Iowa. 
He now retires from the latter connec- 
tion to return to the Union Central 
under General Agent Charles B. Knight. 


Nels B. Arveson 


Nels B. Arveson has been appointed 
district manager at Fergus Falls, Minn., 
for the Pacific Mutual Life, by Manager 
M. J. Dillon of the St. Paul general 
agency. Mr. Arveson is well known in 
Minnesota as a leader in personal pro- 
duction. 








Charles E. Levering 


Charles E. Levering, who has been 
a representative for the Massachusetts 
Mutual, has been appointed general 
agent at Williamsport, Pa., to succeed 
W. N. Hunter, who asked relief from 
the responsibilities of agency develop- 
ment in order that he might devote his 
entire time to personal production. Mr. 
Levering has been with the Massachu- 
setts Mutual since June 27, 1923. 





E. S. Emmerett and R. G. Emmerett 


E. S. Emmerett and R. G. Emmerett, 
brothers, have been assigned the gen- 
eral agency for the Northwestern Mu- 
tual Life in eastern Oklahoma. 


Peter Schmidt 


The Northern Life has been licensed 
in Colorado. It has opened its head- 
quarters at Denver with Peter Schmidt, 
formerly of Seattle, as general agent. 
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Michigan Insurance Department Finds 
“Order of Stags” Violating Two 
Laws—Beneficiaries Not Paid 





_LANSING, MICH., Sept. 29.—Viola- 
tions of the state laws governing frater- 
nal benefit societies and group insurance 
have been discovered by the state insur- 
ance department in investigating an in- 
surance scheme fostered by the Detroit 
chapter, Patriotic and Protective Order 
of Stags of the World. According to 
complaints the Detroit branch of the 
iraternal order instituted a plan where- 
by death benefits of from $100 to $500 
were to be paid families of Detroit 
‘Stags” coming under the scheme. The 
order did not come under the state in- 
surance laws by filing articles as a fra- 
ternal benefit society, but it obtained a 
sfoup coverage on the entire member- 
ship from a recognized life company. 
The state laws requires that if benefits 
of more than $250 are paid, any society 
or fraternal order must come under the 
aws governing fraternal benefit socie- 
tes. The law, however, also provided 
that group insurance can only be issued 
on an employed group, employes and 
tmployer sharing the cost. So the 
Scheme violated both laws, the insur- 
ance department holds. 


Did Net Pay Families 


But the basic charges against the 
ttroit chapter was that its officers 
made it the beneficiary of the group 
Policy and upon death of a member 
holding a certificate under the plan, the 
Tove” was paid the benefit, rather 
than the family of the deceased. 


Ruling on Eligibility 
H. L. Conn, superintendent of insur- 


ance, has handed down a ruling that a 
Tesident of the United States, who, al- 





: | — . 
though not naturalized, has taken out | applications, amounting to $1,108,000. 


his first papers, is eligible to appoint- 
ment as a life insurance agent. Mr. 


Many of the these agents have been un- 


other Insurance Day in Hartford were 
discussed at a meeting of representatives 


der contract for only a short time. Nev- | of various insurance groups last week. 


Conn had received many requests for | ertheless, nearly every one of them pro- 


information on this subject as the re- 
sult of an amendment made to the in- 
surance laws by the general assembly. 
The amendment reads as follows: “The 


superintendent of insurance may issue | 


as hereinafter provided, to any person 
who is a citizen of the United States, 
or who is a resident of the United States 
and who has taken out naturalization 
papers, a life insurance agent’s license. 





Crispin Heads Group Department 


Carl N. Crispin has resigned as an 
assistant secretary of the Columbus, O., 
Chamber of Commerce, to become man- 
ager of the group insurance department 


bus, O 





Equitable Manager Honored 


L. C. York, agency manager of the | 


Equitable Life Assurance Society at 
New York City, was happily and appro- 
priately honored by his agency col- 
leagues during his absence on a vaca- 
tion. A campaign was conducted for 
written, examined and forwarded busi- 
ness, and the result was eminently suc- 
cessful. In just exactly three weeks 47 
members of the agency turned in 277 


duced at least one application. Sam 
Handshoe led the agency with 23 cases 
for $99,000. 





Plan Insurance Day 
Tentative plans for the holding of an- 


November 18 was set as a tentative date 
for the gathering which is expected to 
include more than 1,000 agents, com- 
pany executives and officials. The pro- 


| gram is to include group meetings, a 


general meeting and a banquet. Speak- 
ers prominent in the insurance world 
will be on the program. 
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KANSAS CITY “AD” CAMPAIGN | ingly illustrated, and the service which 





low-Up Work on Topics Covered in 
Each Advertisement 





KANSAS CITY, MO., Sept. 30.—The 
Kansas City Life Underwriters Associa- 
tion started a two-months’ advertising 
campaign in the daily papers recently. 
lf it is found to be profitable, the cam- 
paign will be continued indefinitely. The 
campaign has been worked out under 
the supervision of the publicity commit- 
tee, of which. A. D. Bonnifield is chair- 
man. The advertisements will be strik- 


of the Missouri State Life in Colum- Life Unde — dation Plans Fol- | 


| it 


is to be rendered to the buyer of insur- 
ance played up both in the wording and 
the pictures. 


Letters Sent to Members 


Each week a letter will be sent to the 
members of the association, calling at- 
tention to the subject matter which is 
to be in the next advertisement, and sug- 
gesting plans for the follow-up. In the 
concentration of the whole sales force 
of the companies represented in the city 
each week on a certain line of insurance, 
is expected that results will be secured 
which could not be had if these phases 
of protection were presented at different 
times. It is a matter of “bunching your 








enter additional states. 


tion with us. 


ment. 


This is a part of the Plan. 











Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 


“‘24-Hour Service” 


AVE you ever wondered what percentage of acceptable applications 
received at the Home Office can be handled within the day? 
Agents operating under the American Central Plan enjoy 24-hour 
service upon 90 per cent of such applications. 

The pre-selection of prospects, the pre-approach, the 

canvass, control of the interview, close, the handling of notes, and definite resale 


campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
Details of the American Central Plan and our methods 
of operation will be given gladly to anyone interested in considering a connec- 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CoO. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 
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hits,” as one baseball fan expressed it. 

The first two or three of the advertise- 
ments were devoted to insurance in gen- 
eral. This was partly because the 
attention of everybody is turned to the 
national convention, and many of the in- 
surance men will not have time to do 
much follow-up work until after it 
closes. This general information is pre- 
paratory for the follow-up work later. 
Among the features to be treated in the 
advertising are educational policies, in- 
come policies, partnership and business 
protection, group insurance, trust estates, 
etc. 


Tragedies That Can Be Prevented 


The first half-page “ad” illustrated 
some of the tragedies which can be pre- 
vented by life insurance—the sale of the 
home, the suffering which comes with 
total disability without an income, the 
humiliation of being an inmate of the 
county poorhouse in old age, the neces- 
sity of the widow seeking work to-~feed 
and clothe her children, and the boy, 
deprived of his chance for an education 
because he is compelled to earn a living 
for his*widowed mother and her brood 
of little ones. 

After stressing the fact that these 
tragedies come to many families simply 
because some man put off until tomor- 
row what he should have attended to 
today, the ad has a prominently dis- 
played line which reads—“Not Death In- 
surance—Truly Life Insurance.” Fol- 
lowing is an explanation of some of the 
benefits to be derived by the insured 
during life, and a list of things which a 
present day policy provides. 


SEES FINE FALL PROSPECTS 








President E. P. Melson Reports Unusual 
Activity in Life Insurance as 
Autumn Season Opens 





E. P. Melson, president of the Con- 
tinental Life of St. Louis, Mo., reports 
unusual activity in the regular lines of 
life insurance, and he has predicted that 
the last three months of 1925 will set 
new records for the sale of life insur- 
ance. 

He stated that at no time in his 30 
years of experience as a life insurance 
company executive has he seen the 
public so interested in substantial life 
insurance coverage. 

He attributes this situation to the 
thoroughness with which the field men 
of the various companies have studied 
their business in recent years; not only 
the technicalities of insurance and sales- 
manship, but also an intelligent study 
of the relationship of life insurance to 
business problems that refer to finance 
and credits. 

He said that the growth of the Con- 
tinental throughout the country this 
year had been much greater than the 
company had anticipated. 

The first eight months of the year 
showed an increase of 143 percent com- 
pared with the same period last year on 
a written basis, while August, usually 





an off month because of the extreme 
hot weather, proved the greatest month 
in the history of the company. August 
was 207 percent ahead of August last 
year. 


KANSAS OUTLOOK IS BRIGHT 








Farmers Buying Insurance and Loan 
Conditions Good, Says Kansas , 
Life Executive 





TOPEKA, KAN., Sept. 30.—Agricul- 
tural conditions in Kansas are now very 
satisfactory, from the life insurance 
standpoint, according to Dr. F. : 
Scholle, general manager of the Kansas 
Life. In discussing the present outlook 
he said: 

“We have had no trouble in collect- 
ing interest on loans made on Kansas 
farms the last few years, and had less 
than $5,000 delinquent interest out- 
standing when our books were made 
up for the year. We are loaning freely 
on all Kansas land, from one end to the 
other, western loans bringing 1% per 
cent more than loans on eastern Kansas 
farms. Northwestern Kansas this year 
has produced the best of any part of 
the state, all things considered. It had 
a big wheat crop that is selling at a 
good price, and most of it raised on 
comparatively cheap land. 

“The Kansas farmers are feeling much 
better than for several years, and are 
not only buying insurance freely, but 
are also buying other things, a condition 
that has not been in evidence since 
deflation. The prosperity of the farm 
has given an optimistic viewpoint to all 
business, and all of the western insur- 
ance company managers with whom I 
have talked are not only writing more 
business than they have in months, but 
they are looking forward to increasing 
their business materially during the next 
year. Part of this increase, of course, 
is due to the increasing efficiency of 
sales forces and better management of 
affairs, but the biggest part of it is 
because the farmers are back in the field 
buying insurance and that their financial 
status has improved so materially as to 
affect all lines of business. 

“The Kansas Life has several new 
policies that it will offer to the public 
soon.” 





Attacks Right to Fix Interest 


LINCOLN, NEB., Sept. 30—If former 
Attorney-General Willis E. Reed has his 
way, no interest will hereafter be paid 
on mortgages on Nebraska farm lands 
or loans at the banks. Mr. Reed, de- 
fending a Boone county farmer in su- 
preme court from having his lands sold 
to pay off the mortgage on which he had 
stopped paying interest, attacked the 
state law which fixes the maximum rate 


of interest to be charged in Nebraska | 


as unconstitutional and beyond the power 
of the state legislature to enact. A state, 
he insisted, has no legal right to pass 
any law with respect to interest rates. 
He also claimed the law is discriminatory 
as it results in Nebraska farmers pay- 
ing more than-seasterners. The court 
took the matter under advisement. A 


decision is expected within the next six 
weeks. Attorneys for the bankers and 


been held valid in the past. 


Missouri State Life Expanding 


The Chicago agency of the Missouri 
State Life is undergoing a program of 
development and expansion in keeping 
with the drive for new business which 
is being made. The company is acquir- 
ing new space and new men and the 
agency is building its organization en- 
tirely on a full time basis. New men 
will be added until a full time staff of 
producers has been built up. 








Plan Insurance Bureau 


At a recent meeting of the Fire & 
Casualty Underwriters, at Sioux City, a 
committee was appointed to confer with 
a similar committee from the Life Un- 
cerwriters’ Association and officials of 
the Chamber of Commerce with a view 
to the formation of an insurance bureau 
to be affiliated with the Sioux City 
chamber. It has been found in numer- 
ous other cities, particularly Omaha, 
that such a bureau proves of benefit to 
the insurance and to the commercial in- 





terests generally. 

} —— 

} Canal Special Agent 

| Sidney Canal has just been appointed 
| special agent for Boyle & Boyle, gen- 


| eral agents for the Minnesota Mutual 
Life in Chicago. The general agency 





reports a 50 percent increase in business 
for the first six months of this year 


loan men said that interest laws have | over the corresponding period of last 
year. 





Agency Meeting Held 

The Des Moines, Ia., agency of the 
Mutual Life of New York recently held 
an all-day field club meeting. Educa. 
tional talks and discussions occupied the 
morning and afternoon session, pre. 
ceded by a welcome by Manager G. A 
Patton. In the evening there was a 
dinner followed by special music and 
entertainment and addresses by M. C 
Galpin; superintendent of agents and 
Manager Patton. 





Equitable of New York Moves 


The Omaha office of the Equitable 
Life of New York has moved from the 
second to the fifth floor of the Omaha 
National Bank building where they now 
occupy more commodious quarters, 
Manager Forrest Croxson states that 
conditions in Nebraska are much im- 
proved and reports an increase of over 
$1,000,000 in paid for business over the 
corresponding period of last year. His 
agency is holding a Nebraska state 
meeting and educational conference 
Oct. 3. An excellent program has been 
arranged, and Frank H. Davis, agency 
vice-president, will be present. E. L, 
Carson, agency manager at Milwaukee, 
will also be there. 














IN THE SOUTH AND SOUTHWEST 

















Organized by E. W. Nethstine to Write 
Life and Accident—C. P. Reck- 
well Named Actuary 





AUSTIN, TEX., Sept. 30.—Advices 
have been received at the Texas depart- 
ment that the Texas State Life of San 
Antonio will be formally launched in 
business within the next few days with 
| 


a paid up capital stock of $200,000. 
C. P. Reckwell, formerly of the Texas 
department, has been named consulting 
actuary. E. W. Nethstine, well known 
in insurance circles, is organizer of the 
new company. 

The charter calls for $500,000 capital 
stock and authority to write life and 
accident insurance, but the company ex- 
pects to devote most of its attention to 
the life business. At a meeting to be 
held in San Antonio this week the offi- 


‘} cers and 13 directors will be elected pre- 


liminary to starting operations. 





Fosdick Agency Superintendent 


W.. A. Fosdick has been appointed 
superintendent of agents for Texas for 
the Manhattan Life with Dallas head- 
quarters. Mr. Fosdick has been in 
Philadelphia for some time and will 
shortly move his family to Dallas. 








TEXAS STATE LIFE FORMED ; OKLAHOMA CLASS GRADUATES 


Temporary Certificates Given Students 
Pending Their Compliance With 
Production Requirements 





OKLAHOMA CITY, OKLA., Sept 
30.—Temporary certificates were pre 
sented to more than 100 students by 
Griffin M. Lovelace, director of the 
Southwestern School of Life Insurance 
Training at the conclusion of a seven 
weeks’ term last Saturday. Certificates 
of graduation were withheld pending 
compliance with further requirements 
that each student write $100,000 paid for 
business by Sept. 30, 1926, on not less 
than twelve lives, or until he has paid 
for insurance on not less than 35 lives. 

A total of $1,596,500 production was 
presented the school by 40 percent o 
the students. This is about average 4 
the course was crowded into seven 
weeks, instead of the usual nine weeks 
required to complete it. This with out- 
side work demanded, precluded the pos 
sibility of production in volume. 


Girl Leads in Production 


Josephine Lincoln of the Equitable 
Life Assurance Society of America led, 
in production with Charles Linder, o 
the Pacific Mutual, second. _ ; 

“We found here a very high type 0 


—, 
—! 

















OVER FOUR HUNDRED MILLION INSURANCE IN FORCE. 
THE WESTERN AND SOUTHERN HAS MORE THAN DOUBLED ITS AMOUNT 


OF INSURANCE IN FORCE DURING THE LAST FIVE YEARS. 


AMBITIOUS, FORWARD LOOKING MEN, WHO ARE CONSIDERING THE LIFE | 
INSURANCE PROFESSION AS A CAREER, ARE INVITED TO GET IN TOUCH | 


WITH THIS FAST GROWING LIFE INSURANCE GIANT. 
CALL AT OUR NEAREST DISTRICT OFFICE OR WRITE TO 


The Western and Southern Life Insurance Company 


HOME OFFICE: CINCINNATI, OHIO 
W. J. Williams, President 
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student,” said Mr. Lovelace, “and feel 
the class was above the average. We 
were especially pleased with the sales 
ability that we found among the stu- 
dents. A large number of live-wire 
young people were in the class.” A 
warning was issued by Mr. Lovelace in 
the Bhis closing address against mental and 
held ff physical laziness in underwriting. 

uca- J. D. Bookstaver of New York, gen- 
the Bal agent of the Travelers Life, ad- 
Pre- Bi iressed the school Friday, outlining the 
- A. Benefits that education in life insurance 
is @ Bf inderwriting had been to him person- 
and Baily and to his agency, stating that it 
- © Bnised the production from fifteen mil- 
and Bion to one hundred million. He encour- 
aged the man who writes the $1,000 to 
$3,000 policies, stating that the average 
of policies written in his agency is 








$3,000. 
table 
. the Form Alumni Association 
naha An alumni association was formed 
ho with Marmaduke Corbyn, general 


vice-presidents, and Josephine Lincoln, 
secretary. 





state BHAS LIFE INSURANCE SUNDAY 








been 

ency Governor of Tennessee Issues a Proc- 

| * lamation Setting Aside Oct. 4 as 

ukee, Day of Observation 
The governor of Tennessee is in the 
habit of issuing an insurance day proc- 
lamation. It might well be termed “Life 
Insurance Day.” Governor Peay has set 
aside Sunday, Oct. 4, as insurance day 

TES [Min the state, and has issued the follow- 
ing proclamation: 

dents It has become an established custom 


to designate the first Sunday in October 
ith of each year as “Insurance Day,” and 
pursuant thereto I do hereby set apart 
Oct. 4 for such observance. 


h agent for the Central States, president; | 
that Bp D. H. Powell and A. R. Epperson, | 





tice has not originated for any selfish 
end. Society is vitally interested in its 
problem of human dependency. It is 
morally wrong to leave widows and chil- 
dren to public care. Those charged with 
the support of dependents are guilty of 
such wrong, whether they leave them to 
the pitiless ravages of want and destitu- 
tion. Insurance is the best preventive. 
All religious organizations are deeply 
concerned that unfortunates and depend- 
ents are not left for their support. This 
whole question of insurance touches hu- 
man life at so many points and the pro- 
tection which it affords is so helpful to 
the human family in the heavy hours of 
misfortune and affliction, that it is wise 
and well that the subject should be 
brought to the widest attention and 
treated in its humane and social aspects. 
Therefore I am constrained to proclaim 
this “Insurance Day” with the sugges- 
tion that our ministers discuss this sub- 
ject in appfopriate manner and that the 
press of the state properly emphasize it 
and that our people devote due attention 
to all insurance, believing that substan- 
tial good will result. 








Few Changes in Personnel 


The newly appointed commissioner of 
| Texas, Robert Lee Daniel, has an- 
nounced that few changes, if any, will 
| be made in the personnel of the present 
|force. T. B. Werkenthin will continue 
as deputy commissioner, Miss Vera 
Swann will be made his secretary, to 
take the place of Corwin M. Doss. 





Silverthorne Special Agent 


R. Q. Silverthorne of Plainview, Tex., 
has been appointed a special agent for 
the Central States Life of St. Louis, 
Missouri. 





Enters Life Insurance 


Charles Saville, for the past seven 
years general manager of the Dallas, 
Tex., Chamber of Commerce, a position 
which carries a salary of $12,000 per 
annum, has resigned to enter the life 
insurance business. He will be con- 
















































Insurance of all kind has_ indis- P 
Sept. fg rensable purpose and value. Our people | nected with the Lee & Lee agency, 
re. gould recognize its importance and pro- | state representatives for the Union Cen- 
a, tect their lives and property. This prac- | tral Life, after Jan. 1, 1926. 
ith i= 
ance 
‘se | PACIFIC COAST AND MOUNTAIN FIELD 
nding 
ments 
id for CELEBRATES TWENTIETH YEAR | 15 years and before his elevation to the 
t less — of chief executive was vice-presi- 
; paid Ml Cape : Gotte ent and assistant secretary. Mr. Daly 
f= pitol = memory Has f n Out organized the Capitol Life in July, 1905. 
— a Very Tasty Booklet for He was a believer in his section of the 
“nt of the Occasion country. He knew its vast resources 
we as | and desired to establish a life insurance 
seve # The Capitol Life of Denver has got- | Colsenin, to be a credit to Denver and 
weeks Hiten out a very tasty booklet in honor | \!0rado. 
h out- Hof its 20th anniversary in which it gives | ° ‘ ots EY ; 
€ pos = excellent illustrations of its office | National Guard Claims 
uilding interior and exterior views. | : : 
| Two claims have been paid by the 
a BE | Colorado National Guard Insurance 
uitable Tithe Capitol Life, Thomas F. Daly, and | poe ee a hee last — a life 
ca led, Hits first president, was a man of great | Protection © er mem ie € or- 
ler, of ey and an ™ —« i S uae a ae “is7th yoy “wes 
. Mewee general agency for the London oo - , 
ype of [Guarantee & Accident in the mountain formed primarily for protection of mem- 


held and did a general insurance busi- 
ness. He was interested in life insur- 
ance from the time he started in the 
lusiness. He had selling ability. He 
tendered real service and had a con- 
Stuctive mind. The Capitol Life is 
Petty much of a monument to his 
genius and vision. 

It is now operating in 16 states. Its 
‘ssets are more than $7,500,000 and has 
4 Capital of $250,000. Its insurance in 
force is $60,000,000. Clarence J. Daly, 
Son of the late Thomas F. Daly, is the 
tad of the organization. He has been 
‘ssociated with its activities for the last 








With Missouri State 


bya Rymarczick, who for some time 
$ been one of the leaders in personal 
Production of the home office agency at 
Angeles of the Pacific Mutual Life, 

MG N appointed agency special of the 
‘ssouri State Life’s branch office in 
ined: He specializes in the sale of 
Urance to cover inheritance taxes. 





bers, and the guard now had some 500 
policyholders out of 1,800 members. 
The only physical examination required 
is that demanded for admission to the 
guard itself. The policy is taken in the 
form of blanket indemnity and is issued 
for members of the organization irre- 
spective of insureds’ civilian occupa- 
tions. The guard has arranged for pay- 
ment of claims up to $2,000,000, with 
$3,000 the maximum risk at first enlist- 
ment. Subsequent enlistments raise the 
maximum $1,000 each time, until the 
total reaches $5,000. 








Offers Stock to Public 


The Associated Insurance Underwrit- 
ers, a Delaware corporation, is offering 
5,000 shares of preferred stock and 
25,000 shares of Class A common stock, 
both of no par value, to the California 
public. The company controls the busi- 
ness of the Associated Underwriters of 
California and the Associated Insurance 
Company of California. The Associated 
| Insurance Company is now writing life, 




















The 


Inter-Southern Life 


Insurance Company 
LOUISVILLE, KENTUCKY 


JAMES R. DUFFIN, PRESIDENT 


ENDEAVORS TO DEVELOP NEW BUSI- 
NESS AND CONSERVE THE BUSINESS 
ALREADY WRITTEN 


By 


1: Preparing booklets, circulars, etc., for selling 
new prospects. 


'\ 


Develop campaigns for the stimulation of new 
business and conserving business already 
written. 


3. Prepare advertising material to supplement 
the effort of the Agents. 


4. Supervise all Company letters, notices, and 
forms going to policy holders to maintain 
their good will. 


5. Educate Agents to become specialists “Able 
to fit the policy to the need.” 


Individual or group 


THE 
INTER-SOUTHERN LIFE 
INSURANCE COMPANY 
LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 


And Good Men can find good contracts with this 
Good Company. 
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In Five Years 
this Company has increased 


its business in force.........147% 
its premium income.........133% 
its, assets... ......,..---.--- 198% 
its reserves ................267% 
its surplus to policyholders. .17.5% 


It’s a good Company 
to tie to 


For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mgr. 
T. W. Appleby, Pres. 




















Territory does make a difference You are a producer 
If If 

Clese cooperation is necessary You believe in yourself 
If If 

A friendly interest is needed You want a REAL job 


S. M. CROSS, President 
OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 














COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
Life H 


ealth Accident 
Life Policies—Disability Policies—Accident 
Policies ' 


Sub-Standard Standard Super-Standard 





One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 

















accident and health insurance only in 
California but it is the intention of the 
officials of the company to broaden its 
activities in the near future and write 
business in other Pacific Coast terri- 
tory. 





Appoints Field Supervisor 


William H. Carter, general agent at 
Los Angeles of the Central Life of Des 


Joseph H. Gray as field supervisor, suc- 


Moines, announces the appointment of | 


ceeding Sam C. Mitchell. Mr. Gray will 
have full charge of the field organiza- 
tion and the details of production of 
new insurance. 


Norene to Seattle 


Edwin H. Norene, agency organizer 
of the New York Life at Portland, Ore, 
has been transferred to Seattle. Mr. 
Norene commenced his work in the in- 
surance field at Portland many years 
ago when he was 16 years old. 




















IN THE ACCIDENT AND HEALTH FIELD © 











SOUTHERN INSURERS MEETING 





Annual Convention Is Being Held at 
Chattanooga This Week With W. 
R. Lathrop Presiding 





The annual meeting of the Southern 
Industrial Insurers Conference is being 
held this week in Chattanooga. a 
Lathrop of the Southern Health & Ac- 
cident of Birmingham is president and 
had charge of the meeting. The fol- 
lowing is the program: 


Opening Session, 9 A. M. Thursday, Oct. 1 


Call to Order by the President. 

Invocation, Rev. Jos. G. Venable, Pas- 
tor First Presbyterian Church, Chatta- 
nooga. 

Address of Welcome, John W. Blevins. 

Response to Address of Welcome, 
George R. Kendall. 

- Minutes of Last Meeting, Secretary and 
Treasurer E. T. Burr. 

Address of the President, W. R. Lath- 
rop. 

Report of Committee on Credentials, 
P. L. Hay, Chairman. 

Report of the Good of the Conference 
Committee, Chas. E. Clarke, Chairman. 

Report of the Committee of One on the 
Golf Tournament, Raymund Daniel, Chair- 
man. 

Report of the Executive Committee, 
B. L. Tatman, Chairman. 

Discussion. 

Report of the Secretary and Treasurer, 
._E. T. Burr. 

Report of the Membership Committee, 
Cc. S. Drake, Chairman. 

Address by James T. Madden, Manager 
Insurance Department, United States 
Chamber of Commerce. 

Discussion. 

Address by Albert S. Caldwell, Insur- 
ance Commissioner of Tennessee. 

Adjournment for Lunch, 

Second Session, 9 A. M. Friday, Oct. 2 

Report of the Statistical Committee, J. 
R. Leal, Chairman. 

Discussion, 

Report of the Grievance Committee, 
George R. Kendall, Chairman. 

Report of the Auditing Committee, H. 
A. Bartholomew, Chairman. 

Address, “Conference 1910-1925,” C. A. 
Craig. 

Address, “Life Underwriters.” 

Address, “Six Honest Serving Men,” 
a C. Hill, Vice-Pres. Retail Credit 

0. 

Address, “Developing of Machinery for 
Municipal Health Work,” Dr. E. L 
Bishop, State Commissioner of Health. 
Adjournment. 

Third Session, 9 A. M. Saturday, Oct. 3 

Address by Dr. C. D. Crittenden, Di- 
rector of Health, Chattanooga. 

Address, “Defalcation of Agents,” P. M. 
Estes. 

Appointment of Nominating Committee 

Deferred Business. 

New Business. 

Announcement 
Cup. 

Report of Nominating Committee. 

Election of Officers. 

Date and Place of Next Meeting. 

Adjournment. 


of Winners of Golf 





Heavy Accident Toll Reported 
OKLAHOMA CITY, OKLA., Sept. 29— 
Accidents that cost those involved 
£5,060,000 annually for three years are 


state bureau of vital statistics on pre- 
ventable accidents and diseases. The re- 
port was based on the method of cal- 
culation adopted by the National Con- 
servation Commission to secure the 
monetary cost of the tragedies of the 
state. Preventable deaths cost the state 
$9,413,500, and sickness and accidents, 
$23,210,000, on an average for the three- 
year period 1922-24. 








reported by W. B. Dennis, head of’ the | 


REVISION OF HEALTH PLAN 





Reliance Life Announces Some Changes 
Owing to the Unsatisfactory Loss 
Ratio on Class 





The Reliance Life makes some an- 
nouncements regarding health insur- 
ance. In the first place health insur- 
ance will not be issued without acci- 
dent insurance, except in rare cases 
wherein the applicant by reason of a 
bodily impairment is not eligible for 
accident insurance but is physically and 
otherwise acceptable for health insur- 
ance. Secondly, health insurance will 
not be granted for larger amounts of 
weekly indemnity than provided under 
the accident policy on the same life. 
Thirdly, extreme care is to be exer- 
cised with respect to health insurance 
on applicants who have reached age 50. 
In the majority of such cases the maxi- 
mum amount of health insurance to be 
granted will not exceed $50 a week. 
The Reliance Life does not write health 
or accident insurance except in connec- 
tion with life insurance. It states that 
these changes in underwriting practices 
are made necessary on account of the 
abnormal health loss ratio due to selec- 
tion against the company. In case of 
applicants who carry accident insurance 
in another company, health insurance 
will not be issued unless an equal 
amount of weekly indemnity accident 
insurance is also written. 


COMPANY MAKES FINE GAINS 








Chicago Business Men’s Casualty Is 
| Forging Ahead—Will Hold Agency 
Rally in Chicago 





The Chicago Business Men’s Casualty 
Insurance Company of Chicago, which 
was recently reorganized is making 
rapid strides. Under the management 0! 

its new secretary and treasurer, E. H. 
Kemper, the company has made splen- 
| did progress. Although the new mat- 
| agement has been in charge for but 2 
| very brief period, the company has 

shown a 100 percent or more increase 

in assets, surplus, reserves and the vol- 
ume of new business written. The com- 
pany is out making a strong bid for 
| new agents and within the past few 
|} months has doubled its agency force. 
| The company has recently inaugurated 


| a production contest to which all agents 
This contest 





| are warmly responding. 
will wind up in November with an 
‘| agency rally and a banquet to be hele 


} in Chicago. The company is operating 
| throughout the state of Illinois and 1s 
| offering a fine line of accident ane 

health contracts. Mr. Kemper, the ne™ 
| manager, is well versed in accident and 

health work. His entire insurance 
| career has been spent in accident an¢ 
| health work as a producer and a com: 
| pany manager. 


Addresses Managers’ Club 

A. M. Anderson, supervisor of the a 
cident and health department of 4 
Occidental Life, was the  princip® 
speaker at a luncheon of the accident 
and health managers club, which Ww 
held in Los Angeles Sept. 24. Tllustrat- 
ing his address by the use of char™ 
Mr. Anderson demonstrated the unusee 
opportunities that exist in this betas 
for the agent engaged in it to build @ 
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sively that the entire institution of in- 
surance offers no more remunerative field 
than that of the personal accident and 
nealth branch. He also outlined in de- 
tail the actual experience of men en- 
gaged in this line and directed attention 
in a convincing manner to the many at- 
tractive features that it possesses and 
upon which the agent should be “sold” 


when he enters the business or consider- | 
ing this step. 


Is Writing Athletes 


The Peerless Casualty of Keene, N. H., 
is now writing considerable athletic cov- 
erage. It writes football, soccer, base- 





ball and hockey players. 
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NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate 
Diges 
PRICE, $3.50 and $2.00 respectively. 


i 
i 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Books, etc. Supplementing the “Unique Manual- 
t”’ and “Little Gem,”” Published Annually in May and April respectively. 




















CONNECTICUT MUTUAL RATES| pany on the National U. S. 


Give Premiums on New Deferred Life | 


Annuity Policy With Return of 
Purchase Price Balance 





Following are the rates for the aew 


annuity policy issued by the Connecti- | 


cut Mutual Life under the title of annual 
premium deferred life annuity with re- 
turn of balance of purchase price in 


event of death, the first annuity pay- | 


ment due at the age of 55, 60 or 65. 
The rates given are non-participating 
and include total and permanent disa- 
bility benefits of waiver of premium 
with $10 monthly income. These poli- 
cies provide $10 monthly annuity pay- 
ments. Rates are given for both male 
and female lives: 













Male Lives Female Lives 

Age Pension Age Pension Age 
at 55 60 65 55 60 65 

Issue $ z 3 § $ $ 
.. 24.12 15.85 10.35 25.37 17.51 11.64 
21 25.39 16.71 10.95 27.02 18.47 12.36 
22. 26.79 17.63 11.56 28.71 19.52 13.06 
23 28.36 18.66 12.21 30.54 20.65 13.83 
a4. 30.08 19.73 12.91 32.47 21.84 14.63 
2. 31.95 20.92 13.64 34.55 23.12 15.49 
2%6.. 33.98 22.17 14.40 36.76 24.49 16.34 
27. 36.21 23.49 15.25 39.15 25.97 17.29 
28. 38.62 24.95 16.16 41.75 27.57 18.31 
29.. 41.21 26.55 17.12 44.57 29.27 19.40 
30. 44.10 28.27 18.14 47.66 31.16 20.56 
3l.. 47.22 30.10 19.27 51.02 33.19 21.80 
32 50.67 32.10 20.49 54.75 35.36 23.15 
33.. 54.45 34.27 21.80 58.83 37.74 24.59 
o4.. 58.64 36.64 23.24 63.32 40.31 26.17 
35.. 63.31 39.25 24.76 68.31 43.29 27.87 
36 68.51 42.09 26.44 73.89 5.25 29.72 
37 74.32 45.22 28.25 80.17 9.66 31.71 
38 80.82 48.68 30.24 87.16 5: 86 
39 88.26 52.53 32.41 95.08 57.: .26 
40 96.72 56.76 34.78 104.11 62.1: .85 
41 106.47 61.53 37.39 114.51 67 .68 
42.. 117.82 66.85 40.26 126.57 72. -85 
43.. 131.15 72.87 43.44 140.75 79. .30 
44.. 147.00 79.72 5.$ 57.60 86. 52.14 
45.. 166.00 87.47 x » 95. 5.38 
%.. 1... 96.47 § - 104, 51.10 
Tiss 106.90 - 115. 66.46 
48.. 9.22 . 128. 72.49 
49... 88 . 144. 79.30 
0... 5 . 163. 87.06 
al.. ; gs 6.08 
52. 51 
53.. 81 
54. 48 
55. 16 





NEW NATIONAL U. S. A. RATES 
Premium Book Just Issued Shows Ma- 
terial Reductions on Number of 
Prineipal Endowment Policies 


A material reduction in rates is shown | 2 
on several of its principal policies by the |: 


National Life, U. S. A., which has just 
issued a revised rate book. Reductions 


are shown on the rates for the ordinary | 


A. special | 
ordinary life has been reduced from | 
$2,500 to $2,000. The following table | 
gives the rates without disability or dou- 
ble indemnity for ages 15 to 64 inclusive 
for the ordinary life endowment at 85 
and for the 10, 15 and 20-pay endow- 
ments at 85, and for ages 15 to 50 in- 
clusive for the 30-pay endowment at 85: 


85 















ws ee a) 
32 > ~>Zs 
oo Le ig je 
< oo) < | pagel | = 
reas $13.21 $16.44 $24.83 $ 33.64 
| peas 13.46 16.68 25.18 34.12 | 
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le endowment at 85 and the 10, 15, 20 | 


aid 30-payment endowments at 85. 


tes on the ordinary life endowment 


| the 20-pay endowment at 85. The new 
rates follow (without disability or 
| double indemnity): 

Ord. Life 20 Pay. 

Endow. 85 Endow. 85 
PTT TTI VILL TTe $14.29 $22.20 
Cocececeeceeccoeeos 15.86 24.04 
SeOeeoeeecccsoesese 17.90 26.34 
PPE PR aa 20.61 29.26 
bodneoses 24.37 33.14 
Sia sasehc ieas 38.64 
senecep eae 38.38 46.97 
Ceseocroccedevceseue 52.64 60.81 

International Life 
The International Life of St. Louis 


a 85 and the on 10, 15 and 20-pay en- | 


cowments at 85 have been extended to 
— inclusive. Rates have been ex- 
br ed to age 65 on the 10, 15 and 20- 
a sndowment plans. Reductions are 
ps shown on the ordinary life continu- 
= monthly income and the 20-pay life 
Senaous monthly income. 
éuten tables of premium rates for 
disabili?’ double indemnity and both 
Sle ¥ and double indemnity _pre- 
rates s ave, been discontinued and the 
al including these _additional bene- 
ween together with the rates and 
lag all the policies with which 
y are issued with one exception. 
a tinea apt also announces that the 
m amount written by the com- 


| the Lafayette Life was held at the home 
| office at Lafayette, Ind., Sept. 28 to Oct. 








Important changes have also been 
made in the return premium rates on 
the ordinary life endowment at 85 and 


which during September gave the priv- 
ilege to its agents to write non-medical 
applications for $10,000 or less of addi- 
tional insurance on new policyholders 
has extended the time limit to Oct. 15. 


Lafayette Life’s Homecoming 
A homecoming of the sales force of 


1. The annual meeting was held at the 
same time. Educational programs were 
arranged in which various phases of life 
insurance work were taken up. The 


convention closed with a banquet. While 
| at Lafayette, the visitors were given an 
| opportunity to enjoy the centennial cele- 


| bration and to witness the pageant. 














RECOGNITION 


by the 
HOME OFFICE 


of your 


COMPANY 


is more than half the battle in building your 
future in the Life Insurance World. 


THE MIDLAND MUTUAL is “Character- 
ized” as the “Real-for-sure Agent’s Company” 
because of the “Friendly Interest” always shown 
by the officers of the Company towards its field 


men. 


General Agency opportunities in Illinois, 
Indiana, Michigan, Pennsylvania, West Virginia, 
Maryland and District of Columbia. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


‘“‘Its Performances Exceed Its Promises” 


OVER TEN AND A HALF MILLIONS OF 
HIGH-GRADE ASSETS 
OVER SEVENTY-TWO MILLIONS OF 
HIGH-GRADE BUSINESS IN FORCE 














The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of death or permanent total disability of the 
father, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. If you are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


d- R. ae Manager E. L. BLACK, State Manager 
outhwestern Department 
401-2 Mercantile Bank Bldg., _ P.O. Box 168 
Dallas, Texas Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 
Los Angeles, California 
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Empire Mutual 


Life Insurance Company 


of the United States 


KANSAS CITY, MISSOURI 
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Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 
carried no other insurance. 


A National Life Contract offers the opportunity for increased earnings 
nsurance to more people. Top contracts oui 


National Life Association, - 


through selling more i 


able in choice territory. 
Des Moines, Iowa 





























Cleveland Where Home Office 
Men Were Present 


All of the agents of the Western & 
Southern comprising the field force at 
Cleveland attended a smoker on Sept. 22 
held at the office of the Cleveland north 
district. The meeting was attended by 
Messrs. Head, Biscay and Doyle of the 
home office staff. 

On Sept, 23 a banquet was held which 
was attended by all superintendents in 
Division B. The guests of henor were 
the staff of the Cleveland north district 
to celebrate their leadership in joint re- 
sults per man in their divisions. 


Staff Sessions at Pittsburgh 


The same home office men went to 
Pittsburgh where there was a special 
meeting of the assistancy staff at Pitts- 
burgh East office on Sept. 25. It was at- 
tended by both assistants and superin- 
tendents, though the latter did not lead 
the discussion. It was especial satisfac- 
tory to the agents of that office as the 
results of the previous week’s work had 
been an increase in industrial debit of 
over $200 per man. The contest for this 
increase had been very stubbornly fought 
by the two teams into which Division C 
had been divided. The work had been 
so unusually fine, that the home office 
sent each team a cup, the presentations 
being made by Lewis Stentz, superin- 
tendent of agencies of Division C. 

Sept. 26 the superintendents of the 
Pittsburgh district gathered at dinner. 
After discussing various topics of inter- 
est, they pledged Assistant Secretary 
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Recent changes of the Public Saving abroad. 


in the field are: 




















Agent J. C. Kowal is promoted to » ~ | Sees 
perintendent at Hammond, Ind. 

Agent E. F. Guthrie, South Bend, @§ peoria, | 
promoted to superintendent. opening n 

Superintendent N. R. Peate is tran jrwriters 
ferred from Detroit 1 to Detroit 3. Women w: 

Agent V. M. McWilliams Detroit 4 i#yansur B 
promoted to superintendent. search ani 

M. B. Mason is appointed superintentf§ pic was 
ent at Sullivan. 0. Fischer, 

Superintendent H. W. Winkler is proffing spok« 


moted to manager of the Lima, O., Dis 
trict. 


launching 
Williamso1 


Agent W. S. Quigley, Toledo 2, is prof¥moria de 
moted to superintendent. convention 

Agent M. McNeill is promoted to su- 
perintendent at Gary, Ind. NELSON 





Agent J. C. Kowal is promoted to sv- 
perintendent at Hammond, Ind. 








Head that Division C would wind up the 











FOUR YEARS YOUNG 


Our Business in 1924 
Income $608,000...............Gain 13+% 
Assets over $1,100,000.........Gain 25+% 
Capital and Surplus over 

58,000 ...................-Gain 144% 
Savings in Mortality $73,000 or... 66 % 


We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 

SALESMEN WANTED 
Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 








GEO. GODFREY MOORE, President 
Topeka, Kansas 











business. 


THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street, New York 


of New York 


In his talk he dwelt on the idea that all 
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NEWS OF LOCAL ASSOCIATIONS 


Agent E. F. Guthrie, South Bend, isAnnual M 
promoted to superintendent. Mutu 
Superintendent N. R. Peate is trans. 
ferred from Detroit 1 to Detroit 3. 
Agent V. M. McWilliams, Detroit 4, is 
promoted to superintendent. 
M. B. Mason is appointed superinteni-[| At the 2 
ent at Sullivan, Ind. chusetts J 
Superintendent H. W. Winkler is pro-Mtion at Fr 
moted to manager of the Lima, O., dis-H§ Nelson of 
trict. “a. 3 
Agent W. S. Quigley, Toledo 2, is pro- noon 
moted to superintendent. — ’ 
Agent M. McNeill is promoted to sv Cleveland, 
perintendent at Gary, Ind. Putnam St 
aati retary and 
G. J. Binz Promoted was repres 
G. J. Binz, formerly home office inspec- a Hen 
tor of Division F of the Western &j “orton Sn 
Southern Life has been appointed super-{M “ies Joseph 
intendent of St. Louis-Manchester. ary Alexan 
agents hel 
1] one session 
m charge, 
conducted 
was highly 











URGES CODE IMPROVEMENT 


Colorado Underwriters Hear Speaker | 
Tell of Sorry Jumble of Insurance 
Laws in That State 


| 

| 

| 

DENVER, COLO., Sept. 30.—A - 
of laws designed to control the opera- | 
tion of a business such as the insurance | 
business should be as brief, clear and | 
capable of interpretation to meet rapidly 
changing conditions, as possible, but | 
the Colorado laws present a confused | 
jumble, filled with contradictions, de- | 
clared George Beaudry, secretary and | 
actuary of the Capitol Life of Denver | 
at the first fall meeting of the Colorado | 
Association of Life Underwriters last | 
week. 
Mr. Beaudry spoke on “The Insur- | 
ance Code of Colorado,” sketching its 
structure and pointing out weaknesses 
and means of improvement. : 
Brewer, director of the school of sales- 
manship conducted by the University of 
Denver and the University of Colorado, 
addressed the meeting on “Funda- 
mentals of Character as Related to Suc- 
cess in Life Insurance Salesmanship.” 


salesmen succeed by inspiring personal 
confidence first, and that no man can 
inspire confidence unless he first be- 
lieves in himself. 


Good Attendance at Session 


The meeting was attended by more 
than eighty members of the association 
and was presided over by I. Samuels, 
general agent for the New England Mu- 
tual Life and president of the associa- 
tion. 

i <i 

Salt Lake City, Utah.—The Utah asso- 
ciation has resumed its regular meetings 
following the usual summer recess. The 
first meeting was presided over by Presi- 
dent Sam Parker who announced that the 
directors had a big membership cam- 
paign under way. President Parker said 
there are nearly 2,000 persons in the 





state engaged in the writing of life in- 





surance on a full time basis but less 
than one-third of them are members of 
the association. He said Salt Lake City 
has 300 full time agents, but fewer than 
100 of them have joined the organization 


BIG REC 
NAT 


| so far. (CONT 
| It was decided to hold a life insurance sented th 
|exhibit at the Utah State Fair which wil @ \ the 
be opened Oct. 1. Large quantities of alue of T 
literature on various phases of life in- {3s Well as 
surance will be distributed free, it wa’ MJ Thursday 1 
stated. The aim was to conduct an edu- 9 25 two-min1 
cational campaign. and uses 
*x * x 
Richmond, Va.—The General A gents Lemacon | 
and Managers Association, adjunct of the Mu and 
Richmond Association of Life Under- Jj “ost Effec 
writers, held a meeting this week, giviné discussed. 
attention principally to several part: on Thursda 
time cases that had bobbed up since tht HM sion wil] tal 
last meeting. In no case, it was agreed, 
had the by-laws of the Association # Many 
Life Underwriters been intentionally The Aetn 
violated. E 
The auestion of lending aid to the cage 
| school of insurance salesmanship at the if as Cit} 
University of Richmond, which has just lle, are al 
been opened, also came up. A committee @ lions here 
| consisting of A. P. Wilmer, W. W. Kee? @ National ass 
and Arthur Levy was named to confer There ha 
with officials of the university regardin€ @ th. executin 
a plan for advertising the school. It's the associ 
proposed to carry a considerable amount He lat 
of advertising in the Richmond papers 8 year hi 
to boost the school, this to be done ™ S been de 
the name of the Richmond Association of ment upon 
Life Underwriters. The general —_ tivities an 
and managers have agreed to foot ™* i suade the 4, 
bill, it was stated. uniform me 
- so _ : 
Philadelphia, Pa.— The Philadelphia = execut; 
Association is planning a big member th ncourag 
ship campaign this autumn. This _ a or stat 
customary procedure every fall with elt that thy 
organization and many new members 4 One-day sal, 
added to the club roster. rt that are of f 
It is likely that this drive will star’ of small tc 
shortly after the first meeting of the 4 afliliate ith 
sociation for the fall and winter season wit 
Oct. 8. David W. Donley has been oll Home 
pointed chairman of the speakers com One of th 
mittee. of th ' 
eo = 6 a . Me con 
Boston, Mass—The New En® i given on Ty 
Women’s Association held its first al Office of the 
together luncheon the past week aan ‘our largest 
19 members out. Plans were —a Kansas City 
for the coming season, when it ve at im Uess Men’ 
tended to have alternate luncheon® © Fidelit A, 
afternoon meetings with y Life 
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peaker. As President Mary E. Warren 
js about to leave for a trip to South 
merica, Miss Anna 8S. Sturgis was named 
temporary president. The subject of the 
next meeting will be “Budgets.” 
2 
Oklahoma City, Oklia.—New officers 
will be installed by the Oklahoma Asso- 
dation at its second meeting Oct. 10. 
Fred S. Goldstandt, president elect, re- 
turned this week from an extended trip 
abroad. George Summy is incoming 
vice-president; Hall Edwards, treasurer, 
and Josephine Lincoln, secretary. 
x * * 

Peoria, Ill.—-Two hundred attended the 
opening meeting of the Peoria Life Un- 
derwriters’ association fall program. 
Women were guests of the members and 
Mansur B. Oakes, president of the Re- 
sarch and Review Service spoke. His 
topic was “Automatic Success.” Chester 
0. Fischer, president of the club, presided 
and spoke of the club’s leadership in 
launching a state association. Kenneth 
Williamson was appointed leader of the 
Peoria delegation to the Kansas City 
convention. 


NELSON IS MADE PRESIDENT 





Annual Meeting of the Massachusetts 
Mutual Life Association Held 
at French Lick 





At the annual meeting of the Massa- 
chusetts Mutual Life Agents Associa- 
tion at French Lick last week, B. Z. 
Nelson of Boston was chosen president; 
Norris H. Bokum of Chicago, first vice- 
president; Mrs. Olive Joy Wright of 
Cleveland, second vice-president, and J. 
Putnam Stevens of Portland, Me., sec- 
retary and treasurer. The home office 
was represented by Second Vice-Presi- 
dent Henry Loeb, Medical Director 


| 








Morton Snow, Superintendent of Agen- 
ties Joseph Behan, and Assistant Actu- 
ary Alexander T. Maclean. The woman 
agents held a meeting by themselves, 
one session with Mrs. Olive Joy Wright 
m charge. John’ W. Yates of Detroit 
conducted a sales method session that 
was highly appreciated. 


BIG REGISTRATION AT 
NATIONAL LIFE RALLY 


(CONTINUED FROM PAGE 1) 

sented the general topic being “The 
Value of Training for the Experienced 
as Well as the New Underwriter.” On 
Thursday morning there will be some 
5 two-minute talks on the presentations 
and uses of policies. On Thursday 
aiternoon the question of “How Can 

cal and State Associations Function 
Most Effectively” will be thoroughly 
discussed. The banquet will be given 
on Thursday evening and the final ses- 
sion will take place on Friday morning. 


Many Company Conventions 


The Aetna Life, Pacific Mutual, New 
England Mutual, Federal of Chicago, | 
Kansas City Life and National Fidelity | 
dle, are all holding agencies conven- 
tons here during the times that the 
National association sessions are not on. 
_, There have been several meetings of 
the executive committee during which 
the association’s policies for the com- 
mg year have been threshed out. It 
S$ been decided to extend an enlarge- | 
ment upon the association’s publishing 
activities and also to undertake to per- 
suade the local associations to adopt a 
uniform method for electing officers. 
he executive committee desires also 
Y Saye ware in every way the forma- 
ielt - State associations because it is | 
mol at through them conventions or | 
thet ay sales congresses can be held | 
7 are of particular benefit to the rural 
7 jimall town solicitor, who cannot 
fate with the local associations. 


Home Companies Entertain 





eu of the big entertainment features 
tive € convention was the reception 
7 ~ = Tuesday evening at the home 
io io the Kansas City Life by the | 

T largest Kansas City companies,— | 





Q . ° 
= .Men's Assurance and National 
‘ idelity 


Life. 


| in 


ATTRACTED BY SCHOOL 


(CONTINUED FROM PAGE 14) 
finance bureau employes, five; druggists, 
four; college graduates, three, and mis- 
cellaneous; 12. 


| 

Druggists Hard Workers | 
| 

| 

} 


A review of these men brings out a 
number of points. The men who have 
sold in other lines have a great asset 
in the facility of their approach. Ath- 
letic instructors have a pronounced qual- 
ity of leadership. Bank employes have 
usually been pretty carefully selected. 
The druggists seem to have an unlimited 
capacity for work. Many teachers use 
that profession as a stepping stone to | 
greater success. They usually develop 
into excellent salesmen if they have not 
been at it so long as to have settled | 
their habits too much. 

The government employes came as a | 
result of the curtailment of government | 
bureaus with which they had been con- 
nected. 

Mr. Kavel said his experience had 
been that the college men and the bank | 
employes required the greatest amount 
of supervision. 

Analysis of first contracts showed that 
the largest number of agents were in- | 
troduced through personal contact of | 
the manager. Indeed, personal contact, | 
either by the manager, the field super- 
visor or the agents resulted in almost | 
50 percent of the new men. Another | 
important source was circularization, | 
although most of those obtained in this | 
way were brokers. About one-half « 

1 percent came in unsolicited. 


HOLD AGENCY MEETING — 
OF PROVIDENT MUTUAL 


(CONTINUED FROM PAGE 3) | 
service in handling the proceeds of in- 
surance policies when they are designed 
to cover complicated needs. Edward W. | 
Marshall, associate actuary, speaking on | 
“The Goods Which You Sell,” discussed 
new Provident Mutual contracts, dwell- 
ing particularly upon the elastic quality | 
of the Provident retirement life income 
as it is applied to pension plans. 

Outlines National Advertising 


At the evening session, Wilbur E. 
Johnson, vice-president of Marschalk & | 
Pratt, outlined the campaign of national | 
advertising being conducted by the | 
Provident Mutual and paid a high trib- | 
ute to the salesmen who follow up the | 
advertisements and get the name on the | 
dotted line. 

Wiljiam B. Burruss, a former general | 
agent-of the Provident Mutual, gave an | 
inspirational address entitled “If—or | 
How to Make More Money,” an ad- | 
dress replete with practical advice, hu- | 


GOOD AGENCY MATERIAL 
| 


| mor and dramatic illustration. 


The business sessions included talks 
by officers of the company on the fol- 
lowing topics: “Investment Problems,” 
John Way, vice-president; “Your Work | 
and Mine,” J. Smith Hart, insurance su- 
pervisor; “The Real Force Behind Life 
Insurance,” Paul Loder, manager Phila- 
delphia Agency; “Helpful Suggestions,” 
Charles H. Willits, medical director; 
“Some Ideas for Our New Day,” 
Charles A. Tushingham, educational su- 
pervisor; “The Provident of the Fu- 
ture,” M. Albert Linton, vice-president. 
A discussion of “direct sales methods” 
was led by C. V. Anderson of Cincin- 
nati. 


Aetna Life Agency Entertains 


KANSAS CITY, MO., Sept. 29.—D. | 
M. Skinner, manager of the local agency | 
of the Aetna Life entertained his forces 
connection with the national con- 
vention of the life underwriters this 
week by a luncheon at the Kansas City 
Club roof-garden, at which the speak- 
ers were W. H. Dallas, superintendent 
of agencies; H. P. Gravengaard, head 
of the training school, and J. Stanley 


nsas City Life, Midland Life, Busi-| Edwards, general agent at Denver and | 
| past president of the National Associa- 
| tion. 


This is the day of the 


trained insurance man 


He knows: 

How to find prospects 

How to secure their favorable attention 

How to plan their protection program 

How to get the signed application and the 

check with it 

The A&tna Life Insurance Company’s Training 
School provides these tools. A course will be given 
at the Chicago office from November 2nd to 20th 
inclusive. It is open to all those holding contracts 
with the Aftna. 


There is no tuition charge for enrollment. 


Here is an opportunity to increase your Paid Busi- 
ness 40%. Applications must be received before 


the 15th of October. 
S. T. WHATLEY, General Agent 


ATNA LIFE INSURANCE 
COMPANY 


Illinois Merchants Bank Building 
Phone State 3380 


An account with the A2tna pays 
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Here’s Your Chance 


This “old-line” Eastern mutual life insurance 
company wants three men who possess a sin- 
cere belief in the institution of life insurance 
and who know what life insurance will do for 
men and women. 


This is a real opportunity for three men who 
are sincere in their desire to climb to a higher 
level in the life insurance business. 


We now have General Agency openings at 
TUSCALOOSA, SELMA and DOTHAN, 
ALABAMA. Three men who are able to pro- 
duce personal business while organizing the 
above territories will be appointed. 


The Company—known for its personal agency 
co-operation—is firmly convinced that if they 
build up their agents, they build up the Com- 
pany. You'll be given every opportunity to 
“make good.” 


For further information, write in confidence to 


P-41, care this paper. 
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$1000 INSURANCE TO AGE 60 
CASH SETTLEMENT 


With- 
out 

Disa- 

Age bility 
eae $12.96 
nee eee he eens o¢ 13.25 
neseeee Sen eee 13.55 
Tn soscwaeeeeéee 13.87 
incsceeetueess 14.21 
— er 14.57 
OD ccccceeeouceeece 14.96 
Ticcvccescewwece 15.37 
SE eee 15.80 
tc eee eReeeeee 16.27 
TE naeceeeesesece 16.76 
eked cedeabbeos 17.30 
Tense set6oeneee 17.87 
Tetcovesesarseee 18.48 
i ceccccesessces 19.14 
Bocccccccccesese 19.86 
Diidacceeseeedece 20.63 
ae 21.47 

Ri éecccceseveses 22.38 

Bree Socccecece 23.37 
Tcccccccscococe 24.55 
a ee 25.85 
Ebbdcccoetoeen se 27.29 
eT 28.90 
Bicccccccccccece 30.68 
Bissiccccccecses 32.68 
Digs snenene ee 34.94 

disinetetes eect 37.50 
instwidccdwotes 40.43 
Pascccecesceenes 43.81 
Biceccccccccsece 47.74 
Ganceccecnasees 52.34 
Givcccccccecvece 57.80 
Boscocececcocece 64.39 
Birccccscsccesece 72.43 


$1,000 INSURANCE TO AGE 6 
With Cash Settlement 


With- 





$1,000 INSURANCE TO AGE 70 
With Cash Settlement 






Disability 
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out Disa- Disa- 
Disa- bility bility 
Age bility A 
Docccccceocsccece 46.03 52.18 47.66 
Bhi cccccccccesece 49.48 56.10 51.31 
Bic cscccesecesose 53.37 60.48 55.43 
Bic cccccevecevecs 57.77 65.44 60.10 
Ts encesoeecseces 62.77 71.10 
GDeocvcccececscecs 68.52 77.58 


$1,000 INSURANCE TO AGE 80 


With Cash Settlement 


With- With — 


out Disa- 


Age bility 
Weoeocecocsceceess $12.43 $14.00 $12.61 
DV sesoceeseeneces 12.68 14 
BBevcccseccoscoce 12.94 14.61 
Decccceccesecece 13.21 14.95 
20... eeecceces 13.50 15.28 
Bheccoccccoscceces 13.80 15.64 14.03 
22.2200 sesccceccce 14.11 16.02 
BBccccccccocesece 14.45 16.43 
BMcccccceccovcecs 14.80 16.85 
Beoccvceecce Seeeeece 15.16 17.28 15.44 
MB cccccceccevese 15.55 17.75 1 
Be aececceeeessoes 15.96 18.24 1 
BBocccccccccveese 16.40 18.74 1 
BPocecccecseecces 16.85 19.28 1 
Weoccccecccccececs 17.33 19.86 1 
Mie 6eccceteseoese 17.85 20.48 1 
Mintteoeeecsesece 18.39 21.10 1 
Becccce ceveceoves 18.96 21.77 1 
Whccccccesvcccese 19.56 22.47 2 
BPocccvcecececccs 20.21 23.23 2 
eeccece eeeccece 20.94 24.09 2 
Be iccecvceecncece 21.72 25.01 2 
Becesceucceceeses 22.54 25.94 2 
Be cccccccccccces 23.43 27.00 2 
Wvccccccececseces 24.36 28.07 2 
41 ccccccceccce 25.37 29.26 2 
c) ree cocccccces 26.45 30.50 2 
Givccoesucecesece 27.60 31.85 2 
Gucccosece eeccecce 28.84 33.29 2 












































You may be puzzled 


because you are not making what you believe 
your ability is worth. If you have built up a 
personal acquaintance among business and pro- 
fessional men and have sales ability, the Chicago 
General Agency of a large life company warts 
you.” Knowledge of Life Insurance selling non- 
essential. We offer you a thorough education in 
Life Insurance and an insight into the most 


proficient selling methods. 


Unusual opportunity for the right man to build 


up a large income. 
Address P-40 


Care The National Underwriter, Chicago. 
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IN THESE TWENTY-ONE ST 


YOUNG MAN 


If you have made good as an 
agent, make good also as a gen- 
eral agent. There is a territory 
open for you with this company. 


















Premium Income............ $ 2,851,794.40 
Gain in premiums .......... 307,496.44 
Ge Be GROSNS ccc cddicdeaces 418,043.97 
Gain in reserves ............ 380,821.59 
Life Insurance in force...... 22,544,399.00 





Surplus and Reserves to pol- 
SEED odcicccccccccese 2,183,194.73 





ae 


THE 


PROVIDENT 


LIFE AND ACCIDENT INSURANCE COMPANY 
OF CHATTANOOGA TENN. 


FOUNDED IN 16867 


Ordinary Life Insurance 


Group Disability and Group Life Insurance 
Accident and Health Insurance 
On the Commercial, Monthly Premium and 
Pay-Order Installment Plans 
Automobile Accident Insurance 


FoR THIRTY-EIGHT YEARS — = DEPENDABLE 














Dominant!) 









Accident 
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GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes. 

5—A Line of Special Estate and Income Contract Unsurpassed. 

6—Rate Book illustrations that help you sell and sell big. 

7—Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd. Suite 637-649 
Phone Harrison 8054 























LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 


J. C. EVERETT, Manager 
317 Wilson Buiiding 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


Dallas, Texas 


We may have just what you are looking 
for. Why not get in touch with us? 























With- 

out 

Disa- 
Age bility 
Givetecccstdnccce 30.16 
Ms 6600000 cbdnece 31.59 
Piiehedéegudteeece 33.13 
Tiscccecesscccoce 34.78 
Ub Geednhdbecees 36.58 
Woecepeeesocce 38.50 
Bhccccocesccccess Gee 
BBcccceesesdsees - 42.93 
GG encevudeleée 45.43 
vutebhelscendde«e 48.14 
 Seeaeees ee 51.09 
Débenveccetseees 54.11 
les eGecesneces 57.40 
ettensedbacesse 60.99 
i GGe0cesh sede ce 64.93 
Bee Ksccecs eoccecce 69.24 


With 
Disa- 


$1,000 INSURANCE TO AGE 80 
20 Premium With Cash Settlement 


With- 
ou 

Disa- 
Age bility 
MeSoeccveceesess $19.39 
eEaGeeceesiess vos 19.67 
DnGidasedavbinnen 19.96 
Ab62 246 tbeobe-es 20.26 
Pie ete 20.58 
thn ccn}ssiede oe 20.91 
Di e6c0nedeceeees 21.25 
Se RRSP ERereseb gale 21.60 
SE ppteo ape 21.97 


With- 
out 

Disa- 
Age bility 
Céhdecuneuaese $21.34 
seehaseees e 22.10 
SRS Pes 22.90 
Pohedbasecccobes 23.76 
MESS do bccccensees 24.67 
ee Reco 25.65 
err 26.69 
Re ik wed beh brheews 27.82 
BEipeeewe casdeave 29.02 
Mls se6086-60600-¢0° 30.31 
MPecachee esceeece 31.76 
SE Sue edeevscdeoces 33.33 


With- 


WIA TH 2909 





te dateaerceens 100.70 
Mt te deccaeody 111.43 


With With 
Disa- Disa- 
bility bility 
A Cc 
$21.67 $19.51 
22.0 19.79 
22.35 20.09 
22.71 20.39 
23.09 20.72 
23.48 21.05 
23.89 21.40 
24.28 21.76 
24.71 22.13 
25.16 22.52 
25.61 22.92 
26.08 23.34 
26.57 23.78 
27.10 24.24 
27.62 24.71 
28.16 25.20 
28.75 25.73 
29.35 26.26 
29.98 26.83 
30.62 27.42 
31.34 28.10 
32.10 28.80 
32.89 29.54 
33.73 30.33 
34.60 31.15 
35.52 32.02 
36.49 32.95 
37.51 33.92 
38.61 34.98 
39.74 36.07 
41.10 37.29 
42.56 38.59 
44.24 40.10 
46.06 41.73 
48.01 43.48 
With With 
Disa- Disa- 
bility bility 
A Cc 
$22.49 $21.55 
23.26 22.31 
24.12 23.13 
25.00 23.99 
25.96 24.92 
26.97 25.92 
28.07 26.97 
29.22 28.10 
30.46 29.32 
31.81 30.63 
33.31 32.09 
34.93 33.68 
36.67 35.40 
38.58 37.26 
40.66 39.31 
42.93 41.55 
45.42 44.01 
48.17 46.73 
51.22 49.73 
54.56 53.03 
58.21 56.65 
62.99 60.70 
66.90 65.26 
72.10 70.39 
77.98 76.24 
84.64 82.82 
92.34 90.46 
101.34 99.38 
111.93 109.91 
124.71 122.61 
With With 
Disa- Disa- 
bility bility 
A Cc 
$18.51 $17.43 
19.10 17.99 
19.69 18.54 
20.34 19.16 
21.02 19.79 
21.73 20.45 
22.49 21.17 
23.25 21.90 
24.10 22.71 
25.00 23.55 
25.95 24.46 
26.94 25.42 
28.01 26.46 
29.18 27.57 
30.42 28.78 
31.83 30.15 
33.35 31.62 
35.01 33.21 
36.77 34.92 
38.73 36.82 
40.94 38.95 
43.34 41.28 
45.97 43.84 
48.83 46.65 
52.03 49.76 
55.43 53.09 
59.20 56.78 
63.43 60.94 
68.18 65.61 
73.58 70.95 
79.73 76.96 
86.80 83.89 
95.10 92.06 
105.50 102.31 
116.57 113.19 





INSURANCE ANNUITY—65 $1,000 





With 

Disa- 

bility 
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PENSION INSURANCE—5S $500 





With- With With 
out Disa- Disa 
Disa- bility bility 
Age bility A Cc 
ee ee $17.44 $18.06 $17.61 
Senda hid ad ce dt 18.18 18.80 18.35 
in alidennk bide dekea 18.97 19.64 19.15 
SESE ei paietepsiet tae: 19.81 20.48 19.99 
SR epitide 20.72 21.42 20.99 
tics «bine dah heen 21.67 22.40 21.89 
LG cnn 4eaee alee 22.70 23.46 22.94 
he Y 6 aiea hae ee 23.81 24.59 24.05 
EC ttn demas aie 24.99 25.80 25.25 
cee sed ieb kes 26.27 27.11 26.54 
TEs ns ecadkGese 27.73 28.60 28.02 
DR cin dnndath tna 29.31 30.31 29.62 
i inassacbipinered 31.02 81.95 31.35 
idunescanahens 32.88 33.86 33.23 
DOW iinandedolude a 34.91 35.93 35.30 
REPS OT TPES 37.04 38.09 37.45 
ese eel bees 39.37 40.46 39.80 
he ae wihea be 41.92 43.05 42.36 
— Rinpaile peep eget 44.75 45.93 45.23 
Spee te 47.88 49.12 48.40 
eee pra galas 51.39 52.68 51.98 
Os ERS Sopa 55.31 56.65 55.92 
EE ads 6 ate ds oe 59.72 61.14 60.40 
he Sateen 64.71 66.21 65.44 
UR ls ai tea a ee 70.39 71.96 71.19 
Dirbkesteséndae we 76.90 78.59 77.77 
Mei shige 84.43 86.23 85.29 
Cine sahiwed eas 93.26 95.17 94.39 
RES S epee 103.74 105.77 104.90 
UG Sth dewneadededs 116.37 118.55 117.65 
PENSION INSURANCE—60 $500 

With- With With 

out Disa- Disa 
Disa- bility bility 

Age bility A Cc 
| RS ee $13.07 $13.75 $13.24 
tania nedes 13.57 14.27 13.74 
i idehiae 6 a-tete te 6 act 14.08 14.81 14,25 
ln tit dctea-diae hike a 14.64 15.40 14.82 
le ident: tensed Benet 15.22 16.01 15.42 
SD hits erikiearac ated 15.85 16.67 16.05 
icin don sac 16.51 17.35 16.71 
ccs cetceacede’ 17.22 18.07 17.42 
RR RED. Sn Ses 17.96 18.86 18.17 
ixatvvetsaucaree 18.77 19.70 19.00 
Dl coduiwicukneens 19.63 20.59 19.86 
| RRR Ty 20.55 21.54 20.80 
Dt tuseuctvebdawa 21.55 22.57 1,88 
SPR At eye 22.61 23.68 22.29 
DG cn'neneeagictaces 23.75 24.85 24.05 
Ds puke duane 24.99 26.12 95.31 
Dt tgs tinea hia 26.33 27.52 26.69 
NEON a ageteteh iia 27.77 29.07 28.14 
Reape ap tat nap 29.35 30.65 29.76 
ll dys daldsionanky 31.06 32.41 31.49 
apa hae st peta 32.92 34.35 33.39 
lt thu wceuskihe ius 34.94 36.41 38.43 
Se ath n-05e ake okies 37.1 38.75 37.72 
BP ccvcccccccccee 39.64 41.27 40.21 
bhessdastne os 42.36 44.08 42.90 
Es code thees 45.61 47.42 46.30 
Aha codich bans 49.26 51.17 ‘50.02 
lea cinisedtees 53.36 55.36 54.18 
idknvnedeiecsn 58.01 60.12 58.92 
Ticchecavetioos 3.32 65.55 84.34 
EA asckch ted $a 69.14 71.52 70.28 
i Mie sneetee sees 75.89 78.42 7.06 
A «va tiegehald 83.80 86.54 86.18 
Piitwnvedeneeses 93.19 94.1 $4.68 
ten nisedveds 104.50 107.69 106.1 
Capt. Malcolm W. McIntyre, who |§ 
manager of the home office building of 
the Union Central, has been appointeiti- 


member of the committee of lead 
zens which is to supervise the Neen 
tion of the new Chamber of Comm 


building at Cincinnati. 
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° | a prospect. So are his sons and daugh- | asked about him. The _ storekeeper 
Sales Problem of Securing Prospects ters. The school teacher, the garage| who was his guardian, told me that 


in Rural Territory and Suggestions as 
to Way That it May Be Worked Out 


BY L. S. O’BRIEN 
Connecticut Mutual Life at Scranton, Pa. 


this subject as practical as possible, 
it will be necessary to give a descrip- 
tion of the territory and people where 
I am working. It is distinctly a rural 


I’ order to make my treatment of, 


in the spring and summer and sell in 
the fall of the year. 


The three important methods of se- 


curing prospects in a territory of this 
kind are through centers of influence, 


man and the blacksmith are also pros- 
pects. 

But they are not all. Practically all 
happenings of the countryside are an- 
| nounced by bulletin boards at the store. 


| You will find tax collector’s notices, 
auditors’ notices and bills of auction 
sales. 


Every name on these notices means 
a prospect and if a person spends a 


| small amount of money the storekeeper 


| in the store at Elk Lake one morning | 


community. There is a small village | the endless chain method and by ¢old 
at an average distance of six miles in| canvass. 

any yeny es These Ser, eo | The center of influence method, 
of 4~ ned pt gon i senoo! House, 4) which is by far the most important | 
few houses and sometimes a creamery,| method, consists of using the towns, 


blacksmith shop and garage. The peo- 
ple are hard workers. Everybody has | 
the ordinary comrorts of life but there 
are very few wealthy people. Seldom 
do these people need to be sold the 
idea of insurance but they buy very | 
little from strangers. 


Conditions to Be Found 
in the Territory 


We have extreme weather conditions 
and bad roads. This, together with | 
the occupation of the majority of the | 


people, makes it necessary to canvass | 


tion 


villages and country stores as centers 
from which to work. Your home town | 
is of course the most important center. 
Some particular social or political func- | 


which one has can be put to use. 


I taught school for three years in my 


home town. a 
| pects were the high school boys. 
have often volunteered to take me to | 


They 


people to whom I have sold. 
Each road leads somewhere to a coun- 


try 


pect. 


The 


store. The storekeeper is a pros- 
So are his sons and daughters. 
creamery man across the road is 


Naturally my first pros- | 


will tell all that is needed about these | 


people. 


Two Examples Shown 

To Illustrate Point 

Let me give two examples. I was 
last fall and saw a bill advertising an 


auction sale. I learned from the con- 
versation around the store that the 


sale was being held to clear an estate | 
had been willed by a man, re- | 


which 
cently killed in a runaway, to a young 
man. I knew none of the people men- 


| tioned but got the idea that this young 


| occurred 


| drive 


man might be worth seeing. 
to me that he would have 
plenty of money and wouldn’t care 
about insurance so I didn’t Bother to 
to his home. The next week I | 
was in the village near his home and 


It then | 


he was examined the day before. 


Alert All the Time 
for Securing Prospects 


A somewhat similar experience 
worked out a little more favorably early 
this summer. In our country it is al- 
most a custom for a storekeeper’s wife 
to serve meals to transients. I had 
driven a little out of my way to get a 
meal at West Auburn. While I was 
waiting, I started looking over the va- 
rious notices around the store. It hap- 
pened that one of our old policyholders, 


who is a tax collector, had just put 
up a tax notice. I asked where he 
lived. It was a miserable evening, but 


| his home was not far out of my way, 

so I went to call on him. He was away. 
| Two later calls brought the same re- 
sult. His wife told him I had called. 
He came to my house the next time he 
was in town and ordered more insur- 
ance. 

When I took him the policy he was 
busy haying and very short of help. 
| He allowed me only a few minutes to 
read the policy and told me I’d have 
| to wait for the premium. I helped him 
| put in four loads of hay. He gave me 

the names of five prospects and a check 
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PEOPLES LIFE BUILDING 





OPENINGS IN 
Ohio - Indiana - Illinois 


Can you sell life insurance? Do you think you can? 

The Peoples Life has policies which you can sell and it has an attrac- 
tive agency contract. But more than that it is made up of men with 
whom you will enjoy working. They are men like y 


have been through the mill. 


insurance. 


If you are a life man not presently attached or if you are thinking of 
life insurance selling, you will want to know just what the Peoples 
Life has to offer before making a definite connection anywhere. 


The Peoples Life is not a tremendously large company. 
one in which there are countless opportunities for you 
to advance yourself. Write E. J. Cotter today for an appointment. 





growing one 





Chicago, Illinois 


They know just what servce is, and 
what things are needed to enable you to sell the maximum of life 


Iowa 


rourself who 


But it is a 
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for a full annual premium before I left 
him. 


Endless Chain Can 
Be Successfully Used 


The endless chain method can best 
be worked in conjunction with the cen- 
ter of influence method. My work as 
a school teacher gave me an openin 
which has been invaluable. Each hig 
school student can suggest someone; 
each teacher in the county can give a 
lead. I try to make it a rule never to 
leave a prospect without asking for a 
prospect. Even where I have got- 
ten a flat refusal, I have found that the 








years ago. Probably two-thirds of the 
policies in our county were paid up 
or matured when I started a little over 
a year ago. I have found these old 
policyholders the best source of pros- 
pects. When I go into a village where 
I am not acquainted I go to the old 
policyholders and have never failed to 
come away with prospects, and a bet- 
ter sales talk than I could work out 
in a week. 


Should Keep in Contact 
With His Assured 


I was walking down the street at 
home one day soon after I had started. 








Mr. O’Brien gave the accom 
of the Connecticut Mutual Life. 
methods of securi 
most interesting. 


systemati 
with life insurance companies. 








and developing prospects in country territory is 
e does not work in an easy field. He has met with 
success, however, because he has evolved a plan and worked it out 
tically. The cultivation of rural territory is an engrossing topic 
They realize the fact that the farmers 
more and more are becoming purchasers of insurance. 


talk at one of the conventions 
His presentation of some of the 














prospect takes a more friendly attitude | 1 ran completely out of prospects. 


when he is asked for other prospects. 

I have used cold canvass very little. 
Its chief value is in getting acquainted. 
Cold canvass can be employed during 
June and July. During those months 
farmers will not pay bills; they won’t 


| 
| 


renew notes and they do not want to | 
be interrupted for more than a _ few | 


minutes, 
Policyholders Are Best 

Source of Prospects 

There is one method, I hardly know 
what to call it, which is probably the 
most important of all. 
our policyholders. 


That is through | 
I live in a commun- | 


ity where men make money by slow, | 
hard work. They part with money re- | t ‘ 
| ing his best possible source for secur- | 


luctantly. ; 
We have one policy dated over 50 


A 
man who had been insured with us 25 
years came out of the bank to tell me 
that his son had a short term endow- 





ment maturing the next week with an- 
other company. I went over and} 
wrote the son. 

During the past year I have talked 
with perhaps seventy odd policyholders. 
They are nearly all well past middle 
age—many of them uninsurable. Every 





one has only the best to say for the 
company. Each is ready to recom- ; 
mend it to his friends, each is glad | 
to survest new prospects. 

It is my belief that any agent who | 
does not keep in close contact with | 
the policyholders around him is miss- | 


ing prospects. 








GENERAL AGENTS IN SESSION 





' 


Provident Mutual Agency Managers | 


Meet in Annual Convention—Dis- 
cuss Many Interesting Topics 





PHILADELPHIA, PA., Sept. 30.— 
The general agents of the Provident 
Mutual devoted much of their annual 
meeting here last week to a discussion 
of the training of new agents during 
their first year’s service. It was gener- 
ally agreed that only carefully selected 
men of character and standing should 
be permitted to solicit life insurance, as 
the public has been taught to look to 
insurance men for expert advice on their 
requirements. 


| 
| 
| 


| 


A discussion of trust companies’ serv- | 


ice in cooperation with insurance sales- 
men was given by Benjamin F. Jones, 
assistant trust officer of the Provident 
Trust Company, who pointed out that 
the function of insurance is to create 
an estate while the function of a trust 
company is to conserve them. He also 
showed that to carry out the wishes of 
a testator, the addition to the estate of 
a substantial amount of life insurance 
is frequently essential. 

Several of the general agents led a 
discussion on methods of lessening sales 
resistance. An analysis of agency ex- 
penses to determine the ratio of cost 
per thousand of business at the various 





agencies was developed before the gath- | 


ering by M. Albert Vinton, vice-presi- 
dent of the company. 

Franklin C. Morss, manager of agen- 
cies, announced an educational depart- 
ment for the instruction of new agents 
conducted by Charles A. Tusingham, 
who was an instructor in the School of 
Life Insurance Field Practice 
University of Pittsburgh. 

The general agents elected the follow- 
ing officers to serve for the ensuing 
year: President, George W. Ryan, Pitts- 
burgh, Pa.; vice-president, Frank 
Flory, Minneapolis, Minn.; secretary- 
treasurer, Harvey E. Weeks, Buffalo, 


N. Y.; auditor, Olin A, Devore, Olean, 
N. Y.; executive committee: S. P. i 


lis, 


in the | 


| others. 
Cincinnati, Ohio; N. Reese, Detroit, 
Mich.; W. Schenck, Greensboro, 


PROTECTION IS INADEQUATE 





Majority of Life Insurance Policies 
Are for Very Small 
Amounts 





A person not acquainted with the life 
insurance business might think that the 
field was pretty well covered, but the 
longer a man remains in the life insur- 
ance business, the more he realizes that 
the ground has not yet been even | 
scratched. 

If you were to ask every man you 
met on the street if he carries life in- 
surance, almost all of them would an- 
swer “Yes.” It is said that there are 
something like 72,000,000 lives insured 
in the United States alone, counting 
those in fraternal and similar organiza- 
tions, far more than in any other coun- 
try. But if you ask these people how 
much life insurance they have, most of 
them will say $500, $1,000, $2,000 or 
$3,000. 

Such amounts of life insurance are in- 
adequate really to provide an income, 
and the day will come when a greater 
task than ever will be placed upon the 
shoulders of life insurance men. This 
task will be that of inducing a prospect 
to plan a program of life insurance pro- 
tection. They may not at once be able 
to adopt the program in its totality, but 
by having the big idea in mind, they can 
step by step fulfill it. 

The colums of every daily newspaper 
are filled with stories of the daily hap- 
penings in the lives of men that point 
in no other direction than toward the 
need of our sort of protection against 
the hazards of one kind and another 
that are ever present for all whose lives 
are of monetary value to themselves and 








N. C; C. H. Furr, Norfolk, Va.; ul: H. 
Cowles, Denver, Colo., and F. C. Morss, 
Philadelphia, Pa. 





| without life insurance. 


PAVES WAY FOR SALES 


—__— 


TAX EXPERT ADVISES AGENTS 
Urges Them to Get Into Client’s Situa- 
tion and Sell Him Insurance 
He Needs 





Henry H. Asher, Kansas City attor- 
ney who has specialized on estates and 
inheritance tax, addressed the Indianap- 
olis Association of Life Underwriters 
last week on those topics and their re- 
lationship to life insurance. While he 
said that he had, in an advisory capacity 
to his clients, made suggestions which 
resulted in their buying over a million 
of life insurance last year he received 
no commission as it is his rule never to 
make any personal gain as a result of 
his clients’ following his advice. 

“My business is that of an attorney,” 
he said, “specializing in inheritance tax. 
I am not at all interested jn life insur- 
ance and I do not consider it ethical to 
take a fee for life insurance placed on 
my advice. I have had offers from 
companies to recommend them on a 
guaranteed salary but I have always 
refused as I want to keep open to ail 
companies.” 


Points Out Shrinkage in Wstates 


There are so many forms of tax which 
begin to drain the estate of the modern 
rich man immediately after he dies, Mr. 
Asher declared, that, unless he has made 
wise provision against that day, his 
holdings are bound to dwindle and it is 
actually possible for an estate to be 
entirely wiped out by taxes. He referred 
to the shrinkages that occurred in the 
estates of Frank Woolworth, William 
Rockefeller, and in the Fricke estate. 

He said that the shrinkage in estates 
is usually greater than the records show 
because the first estimated inventory of 
an estate when it is filed for probate is 
nearly always much less than the actual 
value. The upper fourth of a large 
estate pays as much as the lower half in 
taxes, he said, and the estate of a mil- 
lion or over shrinks, on the average, 
one-sixth and more for the larger 


| amounts. 


Says Partnerships Hit Heavily 


Partnerships especially suffer in the 
application of inheritance taxes, the 
speaker said. “I am unable to see how 
any man in a partnership can get along 
There is no field 
in which there are such great prospects 
for the life insurance salesman as in 
partnerships.” He said he did not 
minimize the ability of life insurance 
salesmen but he has seen many cases 
where, in trying to provide for a man’s 
inheritance tax needs, a bad mess had 
been made of his insurance. For that 
reason he believes life insurance men 
should have expert counsel in handling 
important policies to protect large es- 
tates. It is a field for a specialist. 


Applies Policy to Need 


He told of an agent who came to him 
with the remark that he was planning 
to sell a certain party $125,000 of life 
insurance and that he wanted Mr. Ash- 
er’s endorsement of his proposition. Mr. 
Asher told him he could not tell what 
the man needed until he knew about his 
investments. When he got into the case 
he found the prospect had real estate 
that he was valuing at $50,000 which 
was worth about three times that 
amount and other pieces of property 
which changed the whole proposition. 
It was finally found the man needed 
$67,000 of life insurance to meet in- 
heritance taxes and the agent sold this 
easily. What is good for one man will 
not do at all for another—each case 
must be treated individually. 


Urged Incorporation of Estate 


A client of his, Mr. Asher said, had 
large holdings of real estate in six 
states. Had he died in that situation 
taxes would have made a large hole in 
his estate. Mr. Asher advised incor- 





porating his estate; then when the m 


died the corporation did not and th 
taxes on his stock in the estate would ly 


much less than if it had been held per 
sonally. He estimated that this cliey 
was saved $500,000 and he recommende/ 
that he take out $400,000 of life insw. 
ance, but not on his own life, as he wa 
uninsurable but a hundred _thousanj 
endowment policy on each of his foy 
children, which was done. 

Mr. Asher is a great believer in lif 
insurance for himself. He said thy 
practically all his personal investmeny 
are in life insurance and he has at times 
gone to agents and bought life insw. 
ance without being solicited. “I ha¢ 
some bonds once,” he concluded, “an¢ 
I loaned them on collateral and the 
fellow I let have them lost them. I had 
a house and it burned. The returns op 
life insurance money left with the con- 
panies is greater than on any other oj 
the most conservative forms of invest. 
ment.” 


WISCONSIN AGENCY LED ALL 





Central Life Producers’ School of In. 
struction Featured by Contingent of 
49 Men From Wisconsin 





A school of instruction for agents oi 
the Central Life of Des Moines was 
held at Denver recently. This was o: 
a qualification basis and the Wisconsin 
agency of the Central Life under State 
Manager A. C. Larson, sent two special 
pullmans and private dining car wit 
49 producers, the largest delegation sen 
by any state. 

The convention was followed by two 
days of sight-seeing. One section went 
through the Rocky Mountain Nationa! 
Park and Estes Park, while the other 
section of men who had written the 
largest volume of business was taken 
for a four-day trip through Yellowstone 
Park. 


New England Mutual Sessions 


KANSAS CITY, MO., Sept. 29.—The 
west division of the general agents as- 
sociation of the New England Mutual 
Life held a one-day conference at the 
Hotel Muehlebach here Monday. The 
feature of the morning session was 2 
series of demonstrations of sales, which 
took fifteen minutes each, and _ were 
given by the following: Isadore Sam- 
uels ,Denver; John Elliott, Topeka 
Dwight Higley, Omaha; W. H. McCoy. 
Lincoln; R. W. Fishbeck, DesMoines, 
and Mr. Campbell, St. Louis. 

Luncheon served at the Muehlebach 
with the compliments of Mill, Gentry & 


Mill, the general agency at Kansas 
City. 
In the afternoon, an address was 


given by Edgar C. Fowler, president 0 
the general agents association, followe¢ 
by Glover S. Hastings, superintendent 
of agents of the New England Life on 
“Fundamentals and Frills of Life I 
surance,” 


Will Discuss Constitution 

The first day’s program of the Amer 
can Life Convention at Louisville, Oct 
12-15, will be featured by a round table 
meeting of the legal section. This s¢*- 
sion will be devoted to a discussion 0 
the American bill of right embodied ™ 
the first ten amendments to the Const: 
tution of the United States, these 
amendments to be taken up separately 
by members who have been selected m 
advance. The thought behind this pro 
gram is that this will be a most excer 
lent way for the legal section to coor 
dinate with the American Bar Associ 
tion and the various patriotic societie 
in educating the American people t? # 
higher appreciation of the national con 
stitution. " 

It is expected that the presentati® 
will cover not only the text an ie 
principles involved, but the mem 1 
designated to discuss the various amen” 
ments will sketch the historical ay 4 
ground and incidents that led up to 
adoption of each of the amendments. 
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